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Flutter Noted in Pulse 
Of New-Car Market; 
Reg. W Drive Is On 


The ‘49 Series 98 models 


tor 1947. The STREAMLINES ITS LOWER-PRICED LINE—Here's the postwar-styled Series 76 four-door sedan offered by thig.GM division 


ly design and interior decor follow that of Series 98 models, which were restyled last winter. 
dra-Matic drive as standard equipment and include several styling refi 
cylinder engine has been stepped up to 105 horsepower fer the lower-priced models. 
er engine yielding 135 Se 


Bil th 


Sparks 


Merry Christmas! 
* * * 


The B & O is doing some laying 
off. So, there will be some people 
who aren't “workin’ on the rail- 

eee * * * 

Lake Superior ore movements, 
totaling 82,937,291 tons, set a 
peacetime record. 

+ * 


Age-Old Story 
Asking a woman her age is like 
buying a second-hand car. You 
know the speedometer’s been set 
back. But don’t know how much. 
* + + 


Short’nin’ Bred 


Will drops in shortening prices 
breed cost reductions in other ar- 
ticles? 

The fat’s in the fire on falling 
food prices, and the result may be 
thinner pickin’s for the advocates 
of another inflationary whirl. 

o > * 


Inventories Up 

Business inventories Oct. 31 were 
$54.4 billion, up $700 million from 
Sept. 31, but unchanged from the 
September figure when seasonally 
adjusted, says the Department of 
Commerce. Retail trade accounted 
for about $500 million of the in- 
crease. 


* 


Top Cars 
New car registrations for 10 
months, plus nine states for No- 
vember: 

1947 Pos. 
532,407— 1 
437,998— 2 
263,946— 3 
204,659— 4 
171,356— 6 
175,587— 5 
151,425— 7 

84,497—10 
87,891— 8 
41,235—15 
87,290— 9 
79,5938—11 
78,154—12 
60,409—13 
38,969—17 
39,131—16 
43,307—14 
19,987—18 
13,281—20 
19,910—19 


Make 
Chev, 
Ford 
Plym., 
Buick 
Pontiac 
Dodge 
Olds. 
Stude. 
Mercury 

iser 
Nash 
Hudson 
Chrysler 
DeSoto 
Packard 
Frazer 
Cadillac 
Lincoln 
Crosley 
Willys 
Austin 
Anglia-Prefect 

Total All Makes 
2,905,282 2,631,714 

For further details see page 

22, today’s issue. 


10— 97,785 
11— 89,926 
12— 89,231 


inements. 


Hydra-Matic is optional on the Series 76. 


Oldsmo- 
Series 98 now has a new higher-compression 


=|Oldsmobile Dealers Show 
New 76 and 98 Models 


ANSING.—A streamlined six-cyl- 

inder series and a higher-com- 
pression engine on eight-cylinder 
models feature ,Oldsmobile’s 1949 
offerings. 

Now on public Saatieay at Oldsmo- 
bile dealerships and in volume pro- 
duction are the six-cylinder Series 
76 and the eight-cylinder Series 98, 
both showing the Futuramic body 
lines first introduced by the division 
last winter on its highest-priced 
models. 

General Manager S. E, Skinner 
has announced that an eight-cyl- 
inder Series 88, a new Holiday 
hard-top custom coupe and a 
steel-top station wagon will be 
added to the line early next year. 
Another addition to the line is a 
four-door town sedan. 

Advertised-delivered prices on 
Series 76, on which Hydra-Matic 


119,025 Units Set 
Postwar Record; 
Fire Hits Rouge 


By Bernie Thomas 
Associate Editor 


RODUCTION of cars and trucks 

in U.S. plants soared to a new 
postwar high last week when 119,- 
025 units were built, exceeding a 
previous high of 118,630 made two 
weeks before. 

Increased output by nearly all car 
producers accounted for a produc- 
tion gain of 1,020 units over the 
previous week’s 118,005 assemblies, 

Broken down, last week’s U.S. 
output included 94,060 cars, com- 
pared with 92,029 the week before, 
while truck building declined to 

24,965 from 25,976. 

Present indications are that this 
week will see only 90 percent of last 
week’s volume, or about 107,000 
units, produced. That forecast is 
based on the prospect of poor plant 
attendance the day before Christ- 
mas, and same prospect prevails for 
the day before New Year’s. 

(A fire last Wednesday halted 
Ford and Mercury output at Ford 
Motor Co.’s Rouge plant. Officials 
said the Ford line would probably 
resume output today (Dec. 20), but 
that the Mercury line would be 
down a few days longer. 

(Destroyed by the blaze were 200 
Mercury cars in various stages of 
production on an assembly line. A 
Ford spokesman said that damage 
would probably run in excess of 

(Continued on Page 32, Col. 3) 


drive is optional equipment, have 
been boosted from $48 to $63. Price 
rises on Series 98, now including 
Hydra-Matic as standard equip- 
ment, range from $380 to $391. 
(Continued on Page 30, Col, 1) 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


119,025 118,005 


1947 


week Week Week 


For complete production totals 
by makes, see table, page $2. 


116,071 





Soft Spots Are Bringing 
Warning to Sell 


EPORTS from several sections 

of the country last week indi- 
cated that the new-car industry 
appears to be in a no-man’s land 
—somewhere in between a buyer’s 
and a seller’s market. » 


This was not true for all makes 
or all sections of the country. In 
some sections, customers were 
still as eager as ever, but in 
others, even so-called popular 
makes were rebuffed by customer 
after customer. 

Some observers, like Karl M. 
Greiner, general sales manager of 
Packard, saw the soft spots as an 
indication that the seasonal pat- 
tern in new-car buying appears to 
be returning for the first time since 
the war ended. 

“Admittedly,” Greiner said, 
“there’s a slump in used-car buying 
right now—and new cars are easier 

to get.” 
* + * 

HAT is an understatement for 

several makes of cars. Some 
‘dealers report that the customers 
‘aren't even trying to get the cars; 
the dealers are out trying to get 
the customers. 

Greiner said that “there’ll be 
no reason for anybody to shed 
any tears over the passing of the 
seller’s market in new cars.” 

He expressed the opinion that 
there will be considerable “flutter- 
ing before we get solidly into a 
buyer’s market.” 

“The automobile industry,” he 
told a meeting of the Toledo Auto- 
motive Trade Assn., “grew great on 
a markets—not seller's mar- 


OR WERE most veteran dealers 
worried by the fluttering in the 
market, for they know that there 
is nothing wrong with the market 
that selling wouldn’t cure. 
(Continued on Page 28, Col. 1) 
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24. Months for Balance 


Is Asked of FRB 


IRESSURE from three sides was 

being exerted last week on the 
Federal Reserve Board for modifi- 
cation of Regulation W as it ap- 
plies to the auto industry. 

Prospects were believed good 
that FRB, which has the power 
to modify credit restrictions, 
would do so, lest the stiff credit 
requirements start a business 
decline. 

New-car dealers, used-car dealers 
and at least one auto maker were 
actively seeking modification of the 
measure last week. 

* o on 

ADA revealed last week that 

executive committee spokes- 

men had conferred with FRB offi- 
cials, asking extension of the pay- 
ment period from 18 to 24 months 
on cars retailing for more than 
$2,500. FRB took the request under 
advisement. 

Meanwhile, the steering com- 
mittee of the National Used Car 
Dealers Assn. retained last bee 
the Washington lew firm 
Buckley & Danzansky as its gen- 
eral counsel, and instructed it to 
seek extension of the time period 
to 24 months on all late models 
and to seek elimination of the 
requirement of a minimum pay- 
ment of $70 a month on balances 
of more than $1,000. 

NUCDA acted following a poll 
of its membership, which indicated 
86 percent favored liberalization of 
the regulation. 

* . * 

A§ FOR the auto makers, Kaiser- 

Frazer was leading the move 
for liberalization. However, auto 
observers point out that nearly all 
the makers are in principle op- 
posed to federal controls which 
might cripple business. 

Joseph W. Frazer, president of 

(See REG. W, Page 28, Col, 2) 





Macy Rebukes Dealer Associations 


By William Ullman 

Washington Correspondent 
ASHINGTON.—With a more or 
less sharp rebuke for critics of 
the House group investigating 
questionable trade practices in the 
motor car field who decline, for one 
reason or another, invitations to 
appear before the committee and 
state their case, and a tangle with 


a couple of dealers who couldn't 
produce a record of their used-car 
transactions, Chairman Macy ended 
Wednesday the longest, and one of 
the liveliest, hearings yet held by 
his committee. 
Wednesday’s hearings began at 
10 a.m. and ended at 6 p.m, There 
may be another session before 
the present group sings its swan 


CROSLEY INTRODUCES ITS NEW LINE—Here's a new deluxe sedan put into production | 


last month b 
mercial meek deliver: 
higher compression ratio of 7:8 to | 
ments and roominess. Advertised-del 
for convertible and station wagon, but the | 


eee pdom at the Marion (Ind.) factor 
isting ‘ey the sedan has been raised by $32 


Crosley, along with a passenger convertible and station wagon and a com- 
and quarter-ton pickup. Main features of the new Crosleys are a | 
exterior styling refinements and added interior appoint- 


are a an ed 


(Story on Page 8; additional pictures on Page 16 


song, with close of the 80th Con- 
gress, 31. As to another 
hearing before the end, Macy said 
only “maybe.” 

Macy’s rebuke—perhaps more of 
a gentle chiding—came near the 
day’s end of the hearing, while 
Vice-President J. R. Davis of the 
Ford Motor Co. was still on the 
stand. It was leveled at NADA and 
the New York State Dealers Assn., 
but more directly at the latter. 
Macy noted that NADA had issued 
a statement criticizing the commit- 
tee, but that neither President Ben 
Wright nor any member of the 
organization’s executive committee 
could arrange to appear and make 
a statement and be questioned. 

* * ” 

AVING a New York state deal- 

er publication, Macy said that 
Executive Vice-President Charles 
Henderson of that group had been 
taking “potshots” at the committee 
and writing letters to, editors “all 
over the country,” but that he 
found excuse not to come to Wash- 
ington and “face the music.” 

Macy also waved a late-hour 

(Continued on Page 29, Col, 1) 
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Trial Then Will Begin .. . 


Tucker to State Case 
In Credit Suits 


By Mel Adams 
Staff Correspondent 

CHICAGO, — Judge Michael 
Igoe, before whom several legal 
battles are being waged by oppos- 
ing interests in U. S. District court, 
last week heard attorneys for two 
groups of Tucker Corp. creditors 
argue over whose case has prece- 
dence. 

One group has requested a re- 
ceivership and the other is seeking 
reorganization of the company. 

The tiff was settled by Judge 

Igoe, who ruled that both suits 

be consolidated into one. He gave 

attorneys for Tucker Corp. until 

Wednesday (Dec. 22) to answer 

in the case, and set Jan. 4 as the 

date when the trial will start. 


New Products 
Unveiled at 85% 
Of ASI Booths 


CHICAGO.—A check of manufac- 
turer lines exhibited at the Auto- 
motive Service Industries show 
held Dec. 6-10 on Navy Pier brought 
out that 85 percent of them con- 
tained new items, it was announced 
here last week. 

Other phases of the survey in- 
cluded statements by exhibitors 
that they will bear down in 1949 
on merchandising efforts to a great- 
er extent than in any postwar year. 

Manufacturers evidenced this de- 
termination, it was pointed out, 
even at the show by means of dis- 
plays depicting their merchandising 
programs for the benefit of whole- 
salers in attendance. 

Along this line, manufacturers re- 
ported a heavy demand for field 
demonstrations of their programs 
at the request of jobbers and deal- 
ers who also placed more actual 
show orders by a comfortable mar- 
gin than were signed at the 1947 
exhibition. 


328 Ten-Year Employes 


Honored by Packard 
DETROIT.— A third generation 
employe, one of a family of four 
still working for Packard, was 
among 328 men and women hon- 
ored last week on completion of 10 
years’ association with the com- 





pany. 





A HUNTING HE DID GO—The limit of 
two cock pheasants fell before the gun of 
Ed C. Quinn, general sales manager of 
Dodge, on opening day of the Ohio season. 





Combined claims of the eight 
creditors total about $11,000. 


. Preston Tucker issued a state- 


ment wherein he offered to step 
aside as president, “if the move 
would insure adequate financing to 
produce automobiles.” At the same 
time he attacked a “protective 
group” of dealers and distributors 
seeking to oust him, It was re- 
ported last week that all official 
and executive salaries had been 
stopped. 

“They have charged repeatedly 
that private financing has been 
withheld because of my position as 
founder and president of the cor- 
poration,” the statement said. 

“I asserted to our board of 
directors more than two months 
ago that I would be glad to step 
aside if such action will honestly 
further any plan to protect the 
dealers and stockholders. My first 
interest is the earliest possible 
production of automobiles.” 

Rumors that the War Assets Ad- 
ministration is considering cancel- 
lation of the Tucker Corp. plant 
lease were denied by James K. 
Coolidge, a company attorney, who 
added that “there is no immediate 

(Continued on Page 27, Col. 1) 


Chevrolet Shifts 
To 49 Trucks; 
Prices Up $50-$90 


DETROIT. — Increases of from 
$50 to $90 per unit on Chevrolet’s 
new 1949 line of light and medium- 
duty trucks were announced last 
week by General Manager W. F. 
Armstrong. Price increases do not 
apply to models rated at two or 
more tons. 

In announcing the beginning of 
’49 truck production at all plants 
last week, Armstrong said the new 
line includes advancements and re- 
finements designed to provide bet- 
ter all-around performance and add 
to the comfort and safety of the 
driver. 

Compression ratio of the Thrift- 
master engine has been increased 
to 6:6 to 1 and that of the Load- 
master to 6:7 to 1. Other engine 
changes include new carburetors 
and accelerator pumps and an im- 
proved distributor. 

Gear life has been increased, the 
company said, by pressure-feed 
timing gear lubrication. Machining 
of flywheel starter teeth has been 
improved, 14-millimeter spark plugs 
are used and the exhaust pipe is 
now bolted to the exhaust mani- 
fold, according to Armstrong. 

Representative models with new 
and old factory list prices follow: 
116-inch wheelbase light delivery, 
GP—No. 3102, chassis with flat-face 
cowl, $925.compared to $835; No. 
3103, chassis and cab, $1,140 
($1,050). 

Three-quarter ton conventional 
trucks, 125%-inch wheelbase, GR— 
No. 3602, chassis with flat-face 
cowl, $1,020 ($945); No. 3603, chassis 
and cab, $1,235 ($1,160). Three- 
quarter ton forward control deliv- 
ery trucks, 125%-inch wheelbase, 
GT—No. 3742, chassis (less cowl 
and sheet metal), $1,035 ($1,035). 

One-ton conventional trucks, 137- 
inch wheelbase, GS—No. 3802, sin- 
gle wheel chassis with flat-face 
cowl, $1,090 ($1,025) ; No. 3803, single 
wheel chassis with cab, $1,305 
($1,240). One-ton forward control 
delivery trucks, 137-inch wheelbase, 
GU—No. 3942, chassis (less cowl 
and sheet metal), $1,125 ($1,125). 

One-and-one-half ton heavy-duty 
conventional trucks, 137-inch wheel- 
base, GJ—No. 4102, single wheel 
chassis with flat-face cowl, $1,150 
($1,100); No. 4103, dual wheel chas- 
sis and cab, $1,390 ($1,340). 

Same model with 161-inch wheel- 
base, GK—No. 4402, single wheel 
chassis with flat-face cowl, $1,185 
($1,135); No. 4403, dual wheel chas- 
sis and cab, $1,425 ($1,375); No. 
4412, single wheel chassis with cowl 
and windshield, $1,210 ($1,160). 

Same model with 161-inch wheel- 
base, GL-—No. 4502, heavy-duty 
dual wheel chassis with flat-face 
cowl with heavy-duty front axle 
and 6.50 by 20 six-ply tires, $1,330 
($1,280). 





















New Cars--Here & There 





REPORTED IN FRODUCTION—The Pup, seven and one-half horsepower, is now in produc- 


tion, according to Pup Motor Co., Spencer, Wis. 
A feature is the Torque-O-Matic drive, L. 


speed of 60 miles an hour. 
states. 


It is said to sell for $595 and have a top 
C. Riepl, president, 





THE "MERCURIZED' VEDETTE—This is the latest offering of Ford Motor Co. of France. 


Production began in 
boasts an eight-cylinder V-ty 
hydraulic brakes, and front- 
aged during the war and since rebuilt. 





October and is running at about 400 units a month. The Vedette 
engine which develops about 80 horsepower; four-wheel 
eel suspension. 


lt is being built in a plant that was dam- 


THE $600 CITROEN—This is a two-cylinder job and was called the “surprise package" at 
the recent 35th annual International Automobile show in Paris. It gives the appearance of 


bein 
st 10 dee 
producer in 


aroun 
ance. 


constructed of galvanized iron. Because of its attractive price, the car-starved French 
d it when it was first introduced. Citroen is the largest automobile 








Used-Car Dealers: 


Seek to Improve 
Trade Relations 


Closer Ties Urged 
With Auto Factories, 
Franchised Dealers 


DETROIT. — Improved relations 
with allied industries are being 
sought by used-car dealers. At a 
meeting of the committee making 
arrangements for the national con- 
vention of used-car dealers to be 
held in Detroit next October, Lynn 
Wertz, of Detroit, proposed that a 
motion to form an Industry Rela- 
tions committee be placed before 
the national body at that time. 

Wertz pointed out that used- 
car dealers have a definite need 
for a closer relationship with 
automobile manufacturers and 
new car dealers. “As matters 
stand now,” said Wertz, “none of 
us has a complete understanding 
of the problems of the others. 
Any progress in this field will be 
to the benefit of all.” 

In addition, Wertz suggested 
that such a committee, on a na- 
tional scale, could explore the pos- 
sibilities of closer relations with 
other allied industries. 

The committee agreed unanim- 
ously with Wertz’s proposal. Yale 
Simons, president of the Michigan 
Used Car Dealers and a member 
of the committee, stated that “the 
field is wide open. All we need do 
is take the initiative. I know that 
we can be assured of cooperation 
from every side.” 

Marty Barrar of Detroit, gen- 
eval chairman, announced the 
formation of the convention com- 
mittee. Wertz is assistant gen- 
eral chairman while the general 
cummittee is headed by Simons 
and Jerry Lynch of Detroit. 

Other committee chairmen, all 

members of the Michigan associa- 
tion, are Ray Williams, Flint, re- 
ception and new membership; Bert 
Baker, Detroit, entertainment and 
program; Warren McClure, Detroit, 
agenda; Gale Smith, Detroit, pub- 
licity and public relations; A. J. 
Oster, hotels and meeting rooms; 
Sid Savage, Detroit, printing, and 
Jack Geller, Detroit, finance. 

Simons heads the prizes and 
awards committee, Lynch, the 
transportation committee, and 
Wertz the banquet committee. Rus- 
sell A. Malrick, executive secretary 
of the Michigan association, is 
convention chairman. 


Pontiac Simplifies 49 Line to Cut Costs 


By Bob Finlay 
Managing Editor 


ONTIAC. — Pontiac Motor will 
offer the public a lot more auto- 
mobile late in January for only a 
little more money. 
This was indicated here last week 
by Harry J. Klingler, general man- 
a 






a 





H,. J. Klingler 


ager, and L. W. Ward, sales man- 
ager, at a press preview. 

Pontiac’s goal, it was explained, 
is to stay just above the low-priced 
field with a “superior car.” 

Although cost studies are not 
yet complete, Klingler indicated 
Pontiac would accomplish its goal 
despite tooling costs that are 300 
to 400 percent higher than pre- 
war, 

As a step in counteracting higher 
costs, Pontiac has simplified its 
line, eliminating the Torpedo series 
and placing both the Streamliner 
and the new Chieftain series on 
an interchangeable chassis. The 
Torpedo had a shorter wheelbase 
than the Streamliner. 

7 * t 


N THE new line, the Streamliner 
will have the slant, or fast back, 
and the Chieftain the notch, or 
bustle back. The use of inter- 
changeable chassis for both will 


L. W. Ward 


make for less handling and a bet- 
ter cost position, it is hoped. 

Klingler and his aides also gave 
Pontiac thinking on a number of 
automotive factors, including: 

1. The high-compression engine 
trend. “Let others,” said Ward, 
“stress high-compression engines, 
with their thirst for premium fuels. 
Pontiac holds to a power plant that 
performs its finest on ordinary 
fuels.” 

2. Production prospects. There 
are a lot of “ifs” in the future, 
Klingler said, but he conceded that 
he was optimistic, too, and that a 
10 percent increase over 1948 pro- 
duction seems like a pretty good 
figure. 

3. Used-car market. Klingler 

said that it is getting down where 


Regional Chiefs 
Meet at Packard 


DETROIT.—Packard’s four U.S. 
regional managers participated in 
a two-day conference here with top 
factory executives headed by Karl 
M. Greiner, general sales manager, 
and C. E, Briggs, assistant general 
sales manager. 

Taking active part in the sessions 
were all chief executives covering 
administration, advertising, engi- 
neering and manufacturing, the 
company said. 

Here for the conference were Er- 
nest J. Platfoot, eastern regional 
manager, headquartered in New 
York City; William E. Osband, cen- 
tral regional manager, Detroit; 
Wayne R, Bellows, midwestern re- 
gional manager, Chicago, and R. J. 
Froiseth, Pacific Coast regional 
manager, Oakland, Calif. 





it ought to be. “A healthy trend,” 
he said, “and I’m for it.” 

4. Dealers. “We wouldn’t be hav- 
ing congressional investigations,” 
said Klingler, “if all dealers would 
deliver cars to their oldest orders 
first, but I think most dealers are 
doing a pretty good job.” 

* * * 
5 Order backlogs. Klingler said 

* he didn’t like to talk about 
backlogs because there is a lot of 
guess in the topic. However, under 
questioning, he did admit that Pon- 
tiac had 700,000 orders, and he 
estimated that 60 percent of them 
were firm. 

6. Station wagons. Maybe the 
bloom is off these, Klingler said. 
Everybody has built a lot of 
them. However, Pontiac has a 
sleek all-steel station wagon in 
its new line, and Klingler pre- 
dicted that in two or three years 


| wood for station wagons would be 


replaced with steel by all makers. 


7. Convertibles. This market is 
one that Klingler believes will hold 
up. Pontiac convertible production 
in 1948 ran 5% percent, and that 
wasn’t enough, While most people 
think of the warmer states as be- 
ing the best convertible market, 
Klingler pointed out that the New 
England states had always been the 
best market for Pontiac. 

As for Pontiac model plans 
Klingler said that the plant in 
Pontiac would continue with ’48 
production until Dec. 23, while as- 
sembly plants around the country 
would close Jan. 1. 

Production on the new models 
will start Jan. 10 at Pontiac. Pro- 
duction this year will total about 
245,500, to make 1948 Pontiac’s third 
best year. 
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Dealers tell me 


By John O. Munn 


(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 





ANY dealers are worrying about 

the shortage of mechanics. 
From all indications the employ- 
ment situation is going to get 
tighter instead of easing. It is true 
that in some localities automobile 
dealers have been forced to lay off 
mechanics. This is usually caused, 
however, by union rates being so 
high as to force repair business 
to independent garages. 

Generally, dealers are plagued 
with shortage of good mechanics, 
and are worrying because the 
trade is not attracting as many 
apprentices as formerly. Remem- 
ber 25 years ago most every boy 
was interested in automobile me- 
chanics. Now the glamor of auto- 
mobiles has been transferred to 
radio, television, aviation and elec- 
tronics. The young man of today 
has foresaken the love his father 
had for automobiles and has trans- 
ferred it to these modern inven- 
tions. 

The facts are that these later 
fields are already overcrowded. 
And now there is more opportu- 
nity in the automobile business 
than ever before. There was a 
period when working in _ this 
trade lost a lot of its glamor. 
The shops were dirty. Lighting 
and air conditioning were bad. 
These working conditions dis- 
couraged applicants. The job of 
auto mechanic fell into ill repute. 

Conditions have changed. But 
people who are interested in select- 
ing occupations do not yet realize 
that most automobile shops have 
become modernized. They are clean. 
The lighting conditions are care- 
fully engineered. Modern tools have 
eliminated much of the back-break- 
ing work, Restrooms and individual 
lockers have been provided. Most 
mechanics are, in fact, independent 
operators working on flat-rate 
plans, Skill and energy thus bring 
rewards for individual enterprise. 
The relationships between the deal- 
er and the mechanic is on a better 
foundation than ever before. 
+ * * 


Credits NADA Group 
For Advancement 


I GIVE great credit to Arthur 
Haas (Chevrolet) of Cleveland 
and his NADA Employe Relations 
committee for this advancement. 
Their bulletins for the last several 
years have made a real contribu- 
tion in making employment with 
an automobile dealer a satisfactory 
occupation. 

Recently some of the parts man- 


Morrow Named Head 


Of Lincoln Dealers 


LINCOLN, Neb.— Jack Morrow 
was elected president of the Lincoln 
New Car Dealers Assn. at a meet- 
ing here last week, succeeding How- 
ard Burnett. 

Roy H. Brown was elected vice- 
president and Walter I. Black, sec- 
retary-treasurer. 


St. Louis Assn. Moves 


ST. LOUIS.—A change of address 
by the Greater St. Louis Automo- 
tive Assn., Inc., has been announced 
by the association. Offices are now 
located in suite 236 of the Missouri 
Theatre Bidg., 634 N. Grand Blvd., 
here. 
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ufacturers have helped build appre- 
ciation for automobile mechanics. 
The “Doctor of Motors” campaign 
appearing in the national con- 
sumer magazines has had a good 
influence. 


The fact remains, however, 
there is generally a shortage of 
mechanics and there is every in- 
dication that the situation will 
not improve unless the trade lays 
energetic plans now to attract 
more young men into this field. 


In some of the larger cities the 
automobile dealer associations have 
sponsored courses in the vocational 
high schools. This activity has been 
bearing fruit. It should suggest 
possibilities in other communities. 
Educators can be sold on the value 
of courses in automobile mechanics 
from the standpoint of assuring our 
educational system of fitting more 
students for useful occupations. 
Many dealers are using the GI Bill 
of Rights for training recruits, Au- 
tomobile factories have mechanic 
training schools, both at headquar- 
ters as well as on the road. It 
seems to me that any dealer would 
be wise to embrace every oppor- 
tunity to have as many men as 
possible attend such schools. 

* * + 


Need for Mechanics 


Greater Than Ever 


Eo QUPPeENT manufacturers also 
not only conduct schools at 
headquarters, but operate clinics 
throughout the territory. These 
clinics have indeed been of value 
in adding immeasureably to the 
knowledge in this field. They have 
also helped dealers to take care of 
cars profitably to themselves, and 
economically for the owners. Many 
automobile wholesalers in selling 
equipment provide the men to go 
along with the equipment and stay 
until someone is trained to take 
over. 

If you are a General Motors deal- 
er, you have probably seen a book- 
let entitled “Opportunities in the 
Automotive Business,” put out by 
the service section of the corpora- 
tion in Detroit, It is one of the 
many pieces of literature the fac- 
tories put out to help in the re- 
cruiting and training program of 
automobile mechanics. If you don’t 
have a copy of this booklet, I sug- 
gest you write GM for it. 


The need for a greater number 
of mechanics in this field is not 
only because the backlog of own- 
ers is growing—there will be 40 
million cars and trucks.in opera- 
tion by the end of this year. But 
the dealer’s percentage of service 
business is expanding. Any dealer 
who is to embrace his opportuni- 
ties to the fullest must provide 
able mechanics if he is going to 
get his share of this increased 
percentage, 

Then the service business itself 
will increase. Modern cars, which 
add much to the convenience of 
the driver, often result in the neces- 
sity of increased service. For in- 
stance, as more cars are equipped 
with automatic drives it will take 
more mechanics to keep them in 
operation. Push-button door han- 
dies and window regulators are 
demanded because of their con- 
venience by the public, but increase 
service jobs for their repair. If a 
door or window gets stuck, it is a 
bigger job to repair them than the 
former simple door latch or window 
regulator. The same goes for the 
new integral body and fender, In- 
jury to such modern design causes 
more damage than with the old 
style separate fender. Hence, it 
requires more mechanic labor. 


All these conditions point out the 
necessity for dealers taking an in- 
terest in getting glamor back into 
the business of repairing automo- 
biles. We must attract more young 
people, There are plenty of agen- 
cies already existing to do the job 
—automobile factories, equipment 
factories, educational institutions, 
and dealers’ own facilities. All that 
remains is for dealers te become 
more active in their recruiting 
programs. 


| 
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24 Months Asked at Oregon, Arizona Conventions . . . 





Dealers Hit Reg. 


* * * 


PORTLAND, Ore.—In convention 
here last week, the Oregon Automo- 
bile Dealers Assn. joined the ex- 
panding throng of dealer groups 
raising their voices against the 
stringencies which Regulation W 
impose on prospective car buyers. 

The Oregon association passed a 
resolution urging NADA to advo- 
cate amendment of the credit regu- 
lation. The resolution suggested ex- 
tending monthly payments to 24 
months and lowering the minimum 
of — payments from $70 to $50 
eac 


EE 


field services for the Automobile 
Manufacturers Assn., told the par- 
ley that 1948 vehicle production in 
this country was running 11 percent 
ahead of 1947 at the end of No- 
vember. 

Availability of steel continues to 
be the principal limiting output 
factor, and the outlook for 1949 is 
indefinite because of the rearma- 
ment and European recovery pro- 
grams, Richards said. 


A fourth round of wage increases 
next year without corresponding 


Oregon dealers name their offi- | production increases can only re- 
sult in price hikes, reduced sales 
and lessened employment, he said. 


cers at an annual spring meeting. 
Karl M. Richards, manager of 





| 


HEAD DESERT STATE DEALERS—New officers of Utah Automobile Dealers Assn. elected at 
the annual convention in Salt Lake City are 


Warner, president; W. A. Johnston, secretary. 


Homer C 
jack row: Elias J. Strong, executive secretary; 


front row): Seth Blair, treasurer; 


Clarence Harmon, second vice-president, and Wilson Lunt, third vice-president. 





Seven Speakers Are Listed 
For NADA Convention 


WASHINGTON, — Seven out- 
standing public speakers have been 
definitely obtained to address the 
general NADA convention sessions 





H. A. Crockard F. M. Kreml 


in San Francisco, Jan. 24-27, it was 
announced at association headquar- 
ters here late last week. 

The featured speakers and’ the 
dates on which they will appear 
are: 

Tuesday, Jan. 25—Gov. Earl War- 





R. L. Fry Jack Rose 


ren of California and Henry J. 
Kaiser, chairman of Kaiser-Frazer. 
Wednesday, Jan. 26— Douglas 

McKay, governor-elect of Oregon 

and automobile dealer of Salem, 

Ore.; Lt, Franklin M. Kreml, di- 

rector of Northwestern univer- 

sity’s traffic institute and head of 
the traffic division of the Inter- 
national Assn. of Police Chiefs; 

Dr. Kenneth McFarland, Topeka 

(Kans.) educator, who has been a 
principal speaker at numerous 

General Motors management con- 
ferences. 

Lt. Kreml will speak on “The 
Dealers’ Responsibility in Highway 
Traffic.” Dr. McFarland’s address 
is entitled “The U in Business.” 

Thursday, Jan. 27— Verne Orr, 
automobile dealer of Pasadena, 
Calif., and Rep. Clifford Davis of 
Tennessee, 





Rep. Davis’ speech is_ entitled 
“Mr. Dealer, Throw Out Your 
Chest.” Orr’s talk will be on “Don’t 
Fence Me In.” 

These addresses, it was said, 
will be in addition to six special 
clinics on subjects of particular 
interest to automobile and motor 
truck dealers and another appeal- 
ing dealer symposium, 

A top-flight entertainment pro- 
gram also has been arranged for 
NADA members and their guests, 
the announcement said, with Den- 
nis Day, popular radio star, serving 
as master of ceremonies at the 
family party event. 

Hedda Hopper, former stage and 
movie luminary and now a widely- 
read newspaper columnist, will be 
mistress of ceremonies at a “spec- 
tacular”’ fashion show for the ladies 
to be presented in the San Fran- 
cisco opera house, Wednesday, Jan. 
26, according to the present enter- 
tainment lineup. 

Chairmen of six state Inter- 
Industry Highway Safety commit- 

(Continued on Page 10, Col. 3) 


* 


CHANDLER, hilt — Declaring 
that only the rich can meet present 
credit requirements, the Arizona 
Automobile Dealers Assn.’s conven- 
tion last week adopted a resolution 
calling for extension of time pay- 
ments on new cars from 18 to 24 
months. A committee was ap- 
pointed. 

The convention heard C. M. Berge, 
president of the association, blast 
Regulation W. 

“Under the present federal 
credit requirements,” he said, 
“most people of average income 
cannot afford to own a new auto- 
mobile. It’s practically to the 
stage where only the rich can 
meet credit terms.” 

However, Robert W. Kneebone, 
managing director of NADA, pre- 
dicted that a buyer’s market in the 
auto industry “is still far in the 
future.” 

“All over this country,” Kneebone 
said, “millions of persons are asking 
the question, ‘When can I get a new 
car?’ As I analyze the situation, 
that time is still far in the future.” 

He pointed out a recent survey by 
NADA showed an accumulation of 
over seven million unfilled orders 
on new cars. 

“This year we shall probably 
produce a little more than five 
million motor vehicles, of which 
more than one million will be 
trucks,” Kneebone said, 

“Back in 1940 and 1941, produc- 
tion ran to about that same figure. 
In those days, there was a good bal- 
ance of supply and demand. This 
apparently means that our current 


:| production is just about enough to 


meet the normal demands of eight 
years ago. 

“In the meantime there has been 
an increase of 16 million in our pop- 
ulation. For many years car owner- 
ship in this country has been at the 
ratio of one car for every four of 
population. Manifestly, then, an in- 
crease of approximately two million 
population a year means an in- 
creased demand for 500,000 more 
cars a year. On this basis, it can 
be assumed, broadly speaking, that 
we are running 500,000 behind cur- 
rent demands.” 

Berge urged credit terms be ex- 
tended to 24 months. 

“The way the regulations are 
now, a buyer of a new automobile 
must make a high down payment 
and then be able to meet $70 a 
month payments.” 

Berge said the public is respon- 
sible for “new-used cars” and not 
the new-car dealers. 

Most new-car dealers have used- 
car lots, he said, but he “did not 
know of any instance where dealers 
used this outlet to jack up prices of 
automobile.” 

A resolution that Arizona dealers 
are not guilty of under-the-table 
fees for extra payments for unnec- 
essary equipment was adopted. 

There was no election of officers 
at the meeting. 





On the House 


NADA’s statement on the Macy probe got editorial commendation 


in Washington papers; said the Post: 


“Zt is encouraging that NADA 


has taken the (Macy) committee’s recommendations in good spirit 


and has lent its support to a house cleaning . 
said the EHvening Star: 
NADA’s statement that the majority of auto deal- 
ers are honest... 
publicity) by taking decisive action to repudiate 
the abuses of the few... 
There oughta be more 100 millionth ban- 
quets, so everyone in the auto industry could 
get a chance to hear “Boss” Kettering speak; 
I was amazed to learn from two prominent 
auto officials that they’d never heard “Ket” 
. Don’t look now, but “Ol Man Sell- 


d 


before. . 





”. 


“No one will challenge 


They can dispel (unfavorable 


a ing” is looking over your shoulder; better treat 


Wemhoff 


him right because you’ll really need him some 


of these days. . . 

NADA is urging dealers to withhold protests on Regulation W 
until officials of the Federal Reserve Board in Washington have 
time to consider NADA’s request that controls be amended to per- 
mit 24 months’ financing on new cars retailing for over $2,500... . 
Well, we’re at that crucial point in the year again. So, Merry Christ- 


mas and Happy New Year to all!! 


Pate WeMHorFrr, 
Editor 
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Capsule Comment 


New-car dealers, who only a few months ago were busily 
counting their back orders and were indifferent to federal 
curbs on financing, today are fast swinging over to opposi- 
tion to Regulation W. 

Funny what slower sales will do. 
*” * * 


Packard has under study a plan to sign its dealers to 
three-year franchises, provided they meet certain standards. 
A step forward. 


At least one-fourth of the auto dealers, who took on fran- 
chises since 1942, will perish in the coming competitive mar- 
ket because of inability to operate their businesses profit- 
ably, it is predicted by a 25-year veteran dealer. 

What do you say, newcomer? 
+ * 


Rebuilding of the nation’s highway system to modern 
standards would contribute more than any other factor to 
a permanent reduction in the U. S. traffic toll, declares Pub- 
‘lic Roads Commissioner Thomas H. MacDonald. 

But it can’t be done if diversion continues at the 
recent pace. 


* Since 1941 the automotive industry has more than doubled 
its investment in production machinery, with the total value 
now being $214 billion, according to AMA figures. 

The better to build cars and trucks. 


* * + 


Consolidated Vultee has just sold its Stinson plane divi- 
sion to the Piper Aircraft Corp.; the merger will lower pro- 
duction costs. 

What ever happened to that 
plane sales? 


postwar boom in private 


Preston Tucker is having another series of troubles in 
connection with financing his new auto company. 
And it won’t be fun either when and if he gets into 
actual competitive battle with other makers. 
* & * 


National Assn. of Manufacturers has gone on record urg- 
ing Congress to go easy on. any controls over American 
business in an effort to strengthen national security. 


Fewer government controls is better anytime. 
of * * 


Official Soviet government reports show only one out of 
every four Russian children goes beyond the fourth grade 
in school. 

Up to now, we doubted any had. 





IT BEGINS TO look as if Christ- 
mas sales in your own community 
will give you a pretty accurate 
check on which way business is 
headed. Department store and mail 

order sales na- 
NOTES FROM tionally were off 
HITHER about 7 percent in 
AND YON November. Re- 
ports on early 
December seem to show improve- 
ment, but that is why you can 
afford to get chummy with the top 
retailers in your town right after 
the holidays. It will help in your 
own planning for the new year. 

What most of us want to know 
right now is which way are we 
headed. There 
are deflationary 
signs, on that all 
the commenta- 
tors agree, but 
are they seri- 
ous? The op- 
timists say, 
“No; just tem- 
porary after 
election re-ad- 
justments.” The 
: ts pessimists, how- 
G. M, Slocum ever, find plenty 
of statistics to prove that if car 
loadings and other basic indica- 
tions do not take a turn, and 
soon, we are headed downward, 
not up, in the months ahead. 

As if to give the lie to any cause 
for worry in our own industry, re- 
ports from the Automotive Service 
Industries show in Chicago last 
week indicate all records broken 
in number of exhibitors, buyers in 
attendance and actual sales made. 

+ . * 


THAT MEANS MUCH more than 
any poll which might be made of 
how the thousands of individuals 
dependent upon the aftermarket 
look to the future demands of serv- 
icing some 40 million cars and 
trucks now on the highways of 
this country alone. From what I 
saw and heard overseas this fall, 
the foreign market is increasing its 
demands with each passing month. 

When I mention watching the 
indicators on future business, I 
always have in mind the many 
young men among my friends 





Re ec 





who have come into the business | 


of retailing motor vehicles since 
the war. I do not believe we old- 
timers can reiterate too often 
for their benefit the perils and 
pitfalls of an automobile dealer- 
ship during the normal periods 
of a buyers market. 

There has never been a time 
when the exceptionally ingenius 
and thoroughly sound automobile 
or truck dealer did not pull 
through the tough periods with a 
profit, but there are plenty of them 
still in business who will verify 
my’ statement that they wonder 
now how they did it. 

* * ae 

ON THE OTHER side of the pic- 
ture, I fully realize that many of 
the conditions which made an auto- 
mobile dealership especially haz- 
ardous no longer exist, and we 
hope will never return. The trad- 
ing of used cars at a profit has 
been established to no small de- 
gree by the greatly increased miles 
of unused transportation, which 
have been engineered into the mod- 
ern vehicle. 

The fact is that owners have 
been taught over the years to 
properly care for their cars, and 
to do so has become so simple 
and comparatively inexpensive. 
That required years of education 
to which manufacturers, dealers 
and the oil companies have all 
contributed. 

So if the automobile dealer in 
the future can continue to make 
not only a profit on the new car 
but on the car-he takes in trade; 
if he can continue to maintain a 
profitable service operation by 
building the goodwill of his cus- 
tomers, he then need apply only 
sound business tactics to face any 
changed conditions which the fu- 

|ture holds.—G.M.S. 













Letterbox 
Cee Meee. fw kk tw! 


This is an open forum for the discussion of any subject of interest to our 


readers, 


“This all the land through: 
Weuld Nick bring that car 
That’ so long overdue!” 


and your letters are welcomed. 

















No attention is given to unsigned 


letters but you may sign your name with the assurance tHat it will not be 
used, if you so request. 


Stolen Car 


On Oct, 2, we gave you an item 
which you ran and for which we 
wish to thank you. It brought re- 
sults, only the party who noticed 
the item did not contact the law 
quickly enough, as the party who 
had the car had left the place of 
business before the law was noti- 
fied. Therefore, we are wondering 
if you might run another item and 
refresh the minds of AUTOMOTIVE 
News readers. 

We are referring to the following: 

$100.00 reward will be paid by the 
George Waughtal Motor Sales Co., 
Black River Falls, Wis., for infor- 
mation leading to the recovery of a 
1948 Chrysler New Yorker Town & 
Country convertible coupe, color 
tan, wood panelling, green leather 
upholstering, Serial No. 7406096, 
Motor No. C39-56660, License 4-48- 
81512, Wisconsin. When last seen 
this car was in the possession of 
Thelma J. Smith, also known as 
Thelma Cherf, age 35; brown hair, 
poor teeth; freckles. She had a 
small child traveling with her, also 
her husband. If you have any in- 
formation regarding either 


call the district attorney of Jackson 
County, Black River Falls, Wis. 

After you ran the item, we 
learned she had been in Michigan, 
and then in Florida. We have also 
turned this over to the FBI and 
they are now looking for the car.— 
Georce WavuGcHTaL, Black River 
Falls, Wis. 


* 


Motorette Parts? 

In November, 1947, we applied 
for a Mbotorette dealership and 
bought a couple of demonstrators. 
One of them we sold and now are 
in need of parts. On Oct. 31 we 
wired the Motorette Corp., Buffalo, 
for parts and were advised by 


* * 


this | 
woman or this automobile, wire or | 


| Feb. 





Address Editor, Automotive News, Detroit 26, Mich. 





Western Union that the company 
was out of business, 

As one of your subscribers, we 
would like to ascertain where and 
from whom we might obtain parts 
for this vehicle-—ALAaBAMA DEALER. 

Eprror’s Note: Does any reader 
know where the parts may be ob- 
tained? 

o * 


NUCDA Address 


I will appreciate receiving from 
you the address or home office loca- 
tion of the National Used Car 
Dealers Assn. 

We feel there is a definite need 
for an organization of this type 
to eliminate some of the unethical 
operations which are legion in this 
field.-C. R. Critcurietp, Automart 
of Johnstown, Johnstown, Pa. 

Epiror’s Note: The NUCDA of- 

fice is at 1043 Penobscot Bldg., 
Detroit 26. 


Coming Events 


10-14—Detroit (Book-Cadillac hotel). 
Society of Automotive 








Jan. 
Annual meeting, 
Engineers. 

Jan, 17-19—Edgewater Park, Miss. (Edge- 
water Gulf hotel). Annual convention, 
Truck-Trailer Manufacturers Assn, 

Jan, 24-27 — San Francisco (Civic audi- 
orium). Annual Convention and “Equip- 
ment Show of NADA, : 

FEBRUARY 

18—Omaha (Fontenelle hotel). An- 
nual meeting, Nebraska New Car Dealers 
Assn. 

MARCH 

March 25-26 — Chehalis-Centralia, Wash. 
Annual convention, Washington State Au- 
tomobile Dealers Assn. 

March 25-28—Toronto (King Edward ho- 
tel). Annual convention, Canadian Auto- 
motive Wholesalers Assn. ? 

March 29 - Apr. 1—Toronto (National Ex- 
hibition grounds), Canadian automotive 
service show. 
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All the qualities your customersadmire |! ance and smooth riding comfort for- 
: I . 
in custom-fitted seat covers are now { merly known only at much higher 
available at prices that mean volume 4 _ prices. When you order from your 
sales! Suskana Saran, featured in pre- | distributor, be sure to specify seat 
tailored seat covers, provides the same covers of Suskana Saran—your assur- 
brilliant beauty, the same wear resist- 4 ance of seat covers that sell on sight! 

l 
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Unmatched for Style .. Sales . . . Profits! 





SUSKANA fabrics for Auto Seat Covers, 


Upholstery, Men’s wear, 


usqueh ann “VM ls in c Women’s wear, Neckties. 


404 Fourth Avenue, New York 16, N. Y. 








Utah Assn. Asks 
2% State Tax 
On Title Shifts 


Stricter Policing Urged 
For Inspection Law; 
Warner Heads Group 


ALT LAKE CITY.—A _ recom- 
‘7 mendation for a 2 percent state 
tax on every transfer of title on a 
motor vehicle was approved by the 
Utah Automobile Dealers Assn. at 
its annual convention here Dec. 9. 

The dealers pointed out to state 
authorities that frequent transfer 
of titles is causing “a great loss of 
revenue” to Utah. 

In addition to endorsing the 
passage of an anti-diversion law, 
the association backed the pres- 
ent state vehicle inspection law. 
It recommended, however, stricter 
enforcement and an “adequate 
number of employes whose full 
time should be devoted to admin- 
istration and enforcement.” 

Another resolution highlighting 
the convention, which elected 
Homer C. Warner of this city as 
president, opposed changes in the 
collection of the state sales tax, 
which is now taken from the cus- 
tomer by the seller on each indi- 
vidual transaction. 

+ + * 

THER OFFICERS, in addition 

to Warner, manager of Bennett 
Motor Co., are: Ralph Mitchell, 
‘Ogden, first vice-president Clarence 
Harmon, Provo, second vice-presi- 
dent; Wilson Lunt, Cedar City, third 
vice-president; W. E. Johnston, 
Price, secretary; Seth H. Blair, Salt 
Lake City, treasurer. 

Directors are Grant E. Hayes, 
Salt Lake City; G. Lowry Anderson, 
Springville; A. W. Bartlett, Ogden; 
Stanley Bradshaw, Cedar City; R.C. 
Freed, Salt Lake City; Ken Garff, 
Salt Lake City; Wilford W. Lund- 
berg, Logan; J. H. Miller, Logan; 
Ben Redd, Price. 

+ * as 

OBERT W. KNEEBONE, man- 

aging director of NADA, re- 
minded members that “traffic prob- 
lems limit the use of cars and affect 
future sales.” Stressing the need 
for a safety program, he said that 
the industry must do its part to 
make highways and city streets 
safe. 

“Every day in America is election 
day,” he said, “and the public goes 
to the polls (retail outlets) and 
shops for merchandise. Let us al- 
ways remember that the shopper is 
king.” 

Of employe relations, he said, 
that unless the dealers take an 
active part in raising standards 
and, unless relations with em- 
ployes are fair and equitable, the 
door is opened to union control. 
He reported on the national cam- 
paign for selling free enterprise 
in which auto dealers will join 
with 50 other groups. 

The association balked at a pro- 
posal by the Municipal League of 
Utah for the imposition of a city 
sales tax of 1 percent. Instead of 
collection by cities, the dealer reso- 
lution called for collection by the 


state and distribution to cities and | serving a new mission in life of 


counties on a population basis. 


Ford Rents Warehouse 
For Parts in California 


LOS ANGELES.—Ford Motor Co. | 


has leased from the Santa Fe Rail- 


way Co. a 137,000-square-foot ware- | 
house and 9,300-square-foot office to | 


provide for automobile parts for 
service needs in the 
(Calif.) district. 
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THE BIG MEN OF A BIG INDUSTRY HONOR A BIG MILESTONE—Aft the dinner meet- 
ing of Automobile Manufacturers Assn. celebrating the 100,000,000th motor vehicle in 
Detroit Dec. 9. Seated (left to right) at the speaker's table are: Alfred Reeves, AMA 
advisory vice-president; A. L. Viles, president, Rubber Manufacturers Assn.; J. J. Newman, 
chairman, Inter-Industry Highway Safety Committee; Walter A. Olen, president, Four 
Wheel Drive Auto Co.; J. F. Gordon, general manager, Cadillac; L. L. Colbert, president, 
Dodge; Robert J. Schmunk, AAA president: Benson Ford, general manager, Lincoln-Mer- 
cury; H. J. Klingler, general manager, Pontiac; H. L. Weckler, vice-president, Chrysler 
Corp.; Alvan Macauley, AMA honorary director; A. E. Barit, president, Hudson; Fr M. 
Alger jr., Michigan secretary of state; Malcolm P. Ferguson, president of Automotive and 
Aviation Parts Manufacturers and president, Bendix Aviation; B. E. Hutchinson, chairman 
of finance committee, Chrysler Corp.; Kim Sigler, governor of Michigan; Charles Sawyer, 


_ 
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Continuing, George W. Mason, president and chairman of Nash-Kelvinator and AMA 
president; K. T. Keller, president, Chrysler Corp.; Charles F. Kettering, director and 
research consultant, General Motors; Henry Ford II, president, Ford Motor Co.; Fred M 
Zeder, vice-chairman in charge of engineering, Chrysier Corp.; O. E. Hunt, executive vice- 
president, General Motors; George T. Christopher, president, Packard; Joseph W. Frazer 


president, Kaiser-Frazer; Raymon J. Kelly, corporation counsel, representing the mayor 
of Detroit; Powel Crosley jr., president, Crosley Motors; David A. Wallace, president, 
Chrysler division; M. D. Douglas, general manager GMC Truck and Coach; Joseph S$ 


Sherer jr., president, Reo; D. S. Eddins, president, Plymouth; G. H. Hammond, president, 
Federal Motor Truck; Henry E. Bodman, AMA counsel; Foster L. Fralick, president. Auto- 
motive Tool & Die Manufacturers; William J. Cronin, AMA managing director. Note in 
the background the nameplates of current producers—all that are left of the 2,500 trade- 





| mill, 


Richmond | 


secretary of commerce. 


All the Great Industry Pioneers Bowed to Their Will, Banquet Toastmaster Says . . . 


marks for vehicles produced by 1,500 recognized manufacturers in the past 55 years. 


Keller’s Review Stresses ‘Hundred Million Customers’ 


Epitor’s Note: As toastmaster 
at the auto industry’s 100,000,- 
000th vehicle banquet Dec. 39, 
President K. T. Keller of Chrys- 
ler Corp. reviewed the industry’s 
52-year history. Because Keller 
has been associated with the in- 
dustry for 41 of those 52 years, 
we believe his condensed history 
of the industry will be interest- 
ing to Automotive News readers: 


+t + * 
Wann you look at this little 
brochure, entitled “One Hun- 


dred Million Motor Vehicles,” and 
it says “1896” and “1948,” it means 
that a great many people in this 
room have lived the entire span 
of the achievement of the automo- 
bile industry. 

For myself, I was 11 years old 
in 1896, and not much older when 


the first two automobiles came into | 


my home town. One was an Olds- 
mobile owned by a young blood 
who had graduated from the Uni- 
versity of Pennsylvania and was 


filling teeth. The other one was 
owned by a fellow who owned a 
an industrialist. 


I will never forget the time 
when the dentist took me for a 
ride in that car. It was a great 
day for me. And I will never for- 
get when the mill owner unload- 
ed his Winton and decided, with- 
out any instructions, to put it 
into operation himself. He got it 


AT THE MILESTONE DINNER—Secretary of Commerce Charles Sawyer addressed the ban- 


quet in Detroit marking the production of 
program were George W. Mason, AMA pre: 
director of General Motors, and K. T. 
Sewyer, Mason, Kettering and Keller. 


Keller, president of Chrysler Corp. 


100,000,000th motor vehicle. Also on the 
lent and head of Nash; Charlies F. Kettering, 
Left to right: 


|contributed to this thing, 





moving forward and ran into the 
side of the mill and bounced 
back, and finally got the thing 
shut down and sent for a fac- 
tory service man. But the thing 


intrigued me. 
About 41 years ago, I was peace- 


| fully trying to learn to be a ma- 


chinist. There was an old Scotch 
foreman in charge of the depart- 
ment I was in, and the bosses of 
the concern, whom the rest of us 
thought were a little out of their 
mind, had taken an order to build 
15,000 automobile engines from Mr. 
Chalmers. They put my Scotch 
friend in charge of the business, 
and he picked me for his master 
mechanic, and that is when I first 
saw an automobile engine and be- 
came associated with this new 
business. 
* . a 

Now: WHEN you look back over 

this industry, it is interesting 
to note of what it is made up. It 
is made up of the accomplishments 
of people, and without trying to 
run any kind of alphabetical list 
or do justice to everybody that 
there 
are certain names that quickly 
flash across my mind, among the 
early pioneers: 

The Duryeas, the Piersons, the 
Haynes, the Olds, Winton, Stanley 
—and incidentally, I have a very 
delightful telegram here (we had 
expected to have him here tonight). 
It says: “Regret that I am not in 
Michigan to help you celebrate. I 
am proud of the fact that I have 
driven without serious accident 
since 1886, when I ran out my first 
car. My great interest is in watch- 
ing the improvements as the years 
pass by. R. E. Olds.” 

Now, after those early pioneers 
We come to men who have come 
into the business and who have 
been well worth watching and 
have also left their mark on the 
industry. Such men as Dave 
Buick, Tom Jeffrey, Henry Le- 
land, Dan Briscoe, Maxwell, 
George Selden. And then there 
are the Packard brothers and 
Harvey Firestone and Barney 
Everitt and Louis Chevrolet and 
Barney Oldfield and then Atwater 
Kent. 

Now, by 1910, when I came to 
Detroit, these men were among the 


leaders, and coming along in the 
next 10 years were new young men 
beginning to have their presence 
| felt—Willie Durant, Nash, Willys, 
the Dodge brothers, the Fisher 
brothers, Howard Brush and Cole 
R. Clifton and many others. By 
1900 they had built the magnificent 
total of 4,000 cars, and these cars 
had very wide differences of de- 
sign and features, although certain 
features were launched which have 
remained to this day. For instance, 
the carburetor—through all these 
years. 
+. = > 

i THE next 10 years we built 

350,000 jobs. The engines moved 
forward under the hood; we got 
the steering wheel instead of the 


tiller; we got the sliding gear 
transmission and the left-hand 
drive. 


built nine million automobiles. So 
that 1920 finds us a major industry 
and one of the determining factors 
in the economic and social life of 
America, and even of the world. 


A lot of firm foundation was 
built into this industry and its 
products between 1910 and 1920. 
That is when we got the electric 
starter. And to think that the 
man is here tonight who started 
all of that (Charles F. Ketter- 
ing). We got four-door bodies; 
we got aluminum pistons and 
spiral beveled gears; cord tires, 
and the first all-steel closed 
bodies. All these were features to 
broaden the usefulness and com- 
fort of the product, and in fact 
they were the good reasons why 
the automobile became the stand- 
ard individual transportation me- 
dium of the masses. 

After 1920 we really grew up. We 
built 35,700,000 jobs in that 10-year 
period, 1920 to 1930. 

This is the period that really 
developed the stiff competition that 
has characterized the industry for 
the last 20 years. In case you men 
don’t know what competition is, I 
will give you the latest definition 
of a competitor: A competitor is 
aman who goes in a revolving door 
behind you and comes out ahead 
of you. 





* * * 


[peas the 1920-1930 period we 
had many developments, par- 


And then from 1910 to 1920 we| 


| Colonel 
|made their presence felt. .. . 





ticularly in features. We achieved 


four-wheel hydraulic brakes, bal- 
loon tires, anti-knock fuel, high 
compression engines, chromium- 


plating, safety glass, heaters and 
radios. 

New names became dominant in 
the business—Chrysler, Sloan, 
Briggs, Knudsen, Nash, Chapin, to 
mention a few I remember so well. 
They were laying the foundations 
for the next 10 years, a great many 
of which were the depression years; 
years during which the men now 
at the helm were growing up in 
the business. And then came the 
war. 

And then after the war, recon- 
struction. And with the recon- 
struction we now come to the 
“jello” period of design. Where 
that is going to take us, I don’t 
know. Those hundred million cus- 
tomers who have been the live- 
lihood of this industry will make 
that decision, and everybody in 
the industry knows he will ac- 
cept the customers’ verdict. 

Out of this great mass of men 
that may have done all of these 
things, we have found time to have 
men move on into brilliant work 
for their government. Out of this 
industry went Edwin Denby, Roy 
Chapin as a secretary of com- 
merce; Walter Drake, as assistant 
secretary of commerce; William 


| Knudsen, God love his memory, did 
|a great job for this country. Paul 
| Hoffman, now trying to do a serv- 


ice for the world; James Couzens, 
John Biggers, Edward Stettinius, 
Jimmy Doolittle, Ernest Kanzler, 
Harrington—they have 


I think the great thing about the 
automobile industry is that we have 
been able to build a product that 
gave so much worth to so many 
people, that they were willing to 
buy one hundred million of them. 
And, if we are going to serve an- 
other hundred million customers, 
it is going to be because we have 
the foresight, the ingenuity and 
the courage to build the type of 
vehicle at the price level at which 
the person can buy, and if we 
have the type of economy under 
which a man can afford to enjoy 
himself as he has in the past, 
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Another Reason Why Ford Dealers Are “Out Front” With Ford 


ew FORD 
Features 


Make Ford Dealers Happy! 


Ford Dealers everywhere are building a real future with the new Ford in their 











future. There are lots of features responsible for America’s big demand for new 


Ford cars... lots of features that make Ford Dealers very happy people today. 


First is that new, low silhouette . . . that “dream car’’ look .. . that 


makes Ford the style standout in its field. No wonder so many 


people say: ‘It looks like a custom-built automobile!”’ 





n- Second, there’s the choice of two great engines ... new V-8 or 
n- 
ne new Six ...a power choice that only Ford in its field offers 
re 


the public. And up to 10% more miles per gallon of gas, too. 
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Third, there’s the ‘Mid Ship’ Ride that cradles passengers so 


comfortably in the level center section where the going’s smooth- 


his 
oy 
= est, plus new ‘“Hydra-Coil’” Front Springs and ‘‘Para-Flex” Rear 
iid Springs. Result—the new Ford is truly a ‘living room on wheels.”’ 
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— -) a And there’s the new Ford “feel” .. . a new feeling of 
(ET Metin 
os ceases alan ia mata 
rat i ede 2 all America talking. 
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ease, responsiveness, roadability and security that has 


= Yes, it’s a big year for Ford Dealers, and they’re look- 
rs, 
ive 
nd 
of 
ch 
we 
ler 


oy 
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ing ahead to even bigger years to come with the cars 


that are building real preference in their field. 
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Price Pitch 
Packard Posters Said 


To Boost Sales 


DETROIT.—Simple posters cost- 
ing only a few cents each are 
bringing Packard “millions of dol- 
lars worth of new business that 
might have been missed otherwise,” 
according to Karl M. Greiner, gen- 
eral sales manager. 

The posters contain a 14-word 
question: “Did You Know You Can 
Buy A Packard-8 For As Little As 
$2,274?” and explain this is for a 
ear delivered in Detroit, state and 
local taxes extra. 

“These posters, which first ap- 
peared Nov. 1, have turned out to 
be a merchandising scoop,” Greiner 
claimed. “We knew there were 
some prospects who thought Pack- 
ards were out of reach—but frankly 
we didn’t know there were so many. 
The dealers are bulging our mail 
bags with reports of the heaviest 
showroom traffic since prewar 
days.” 

Greiner said, “We believe Pack- 
ard was first in the automobile in- 
dustry with postwar ‘price’ adver- 
tising. More than a year ago—in 
Nov., 1947, to be exact—the com- 
pany began price advertising in 


| 
} 





ON THE AIR—A performance of Hit the Jackpot, radio quiz show, sponsored over the 
CBS network by DeSoto-Plymouth dealers, was witnessed recently by company executives 
and others. On the stage of the CBS playhouse on Broadway are, left to right, C. L. 
Davis, New York regional manager; Bill Todman, co-producer of the show; Ben Duffy, presi- 
sm J. B. Wagstaff, 
00 


dent of Batten, Barton, Durstine & Osborne, DeSoto's advertisin 
son, co-producer, and 


sales vice-president; Bill Cullen, quizmaster of the show; Mark 
C. E. Bleicher, division president. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 


magazines. The success of these 
posters has caused us now to plan 
‘price’ emphasis in other advertis- 
ing media.” 
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New Crosleys Shown; 
Prices Below $1,000 


® 

INCINNATI.—A newly-designed 

and mechanically -improved 
Crosley line was introduced last 
week with prices of three passenger 
and two truck models still below 
the $1,000 mark. 


Sharper fender streamlining, a 
higher compression ratio of 7:8 to 1 
and added interior roominess and 
appointments are the highlights of 
the latest offerings by the only 
light-car maker in volume produc- 
tion in the U.S. 


Dealership display of the new 
Crosleys started simultaneously 
with a New York premiere Thurs- 
day. The vehicles went into pro- 
duction late last month at the 
Marion (Ind.) assembly plant, ac- 
cording to President Power Cros- 
ley jr. 

Advertised-delivered price at the 
factory has been increased to $959 
for a new deluxe two-door sedan, 
compared to $927 for the supplanted 


DELCOS 


m CHOICE 


Because it's the only 
COMPLETE line 
of Shock Absorbers 


Your choice of Delcos for service and replacement follows 


DELCO SHOCK ABSORBERS 


A UNITED MOTORS LINE 
Available Everywhere Through 


UNITED MOTORS DISTRIBUTORS 


tte 





naturally when you study the field 


one quality, one price. Delco Shock 


sorbers are distributed exclusively through 
automotive wholesalers and car dealers. 





and realize your 


money-making opportunities with the Delco line. For only 
Delco can provide you with the right type of shock 
absorber for every make of car—single-acting or double- 
acting, knee-action or direct-acting type. And with 
65,000,000 Delco Shock Absorbers in use today, you 
are assured of a continuous market for replacement and 
repairs. Delcos are priced to compete with even the 
“bargain” lines. Profit from our leadership 
... let your choice be Delcos—one line, 
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Ab- 
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standard sedan. Prices of the club 
convertible and station wagon re- 
main unchanged at $959 and $991, 
respectively. 
+ a +. 

§ be NEW compression ratio of 

7:8 to 1, Crosley said, is the high- 
est among all U.S. automotive 
power plants. Road tests show that 
this power increase will add at least 


See photos on pages 1 and 16. 





10 percent to the car’s present 
range of 35 to 50 miles per gallon 
of regular gasoline, he added. The 
engine is a valve-in-head four-cyl- 
inder type, producing 26.5 horse- 
power. 

Principal body changes include 
refinements in hood and _ grille 
treatment, fender-housing of head- 
lights and extension of fender lines. 


The new deluxe sedan features 
full-tailored seats upholstered in 
durable gray cloth. The club con- 
vertible is distinguished by water- 
proof lining with new red up- 
holstery. 

During the past year, Crosley 
said, it has become the world’s larg- 
est producer of the station-wagon 
body type, its output mounting to 
approximately 30 percent of the en- 
tire industry’s total. The new Cros- 
|ley station wagon features a 
roomier body and removable rear 
seats which permit loading of a 
quarter-ton of cargo. 

Luggage compartments in the 
other new Crosley passenger mod- 
els have been enlarged, the com- 
pany said. 
| * * * 
yao engineering improve- 
1’ ments listed for the new Cros- 
leys are as follows: 


Installation of valve rotators as 
standard engine equipment. The 
Crosley is the only American pas- 
|senger car equipped with this de- 
|vice which lengthens valve life 
| three to 10 times, the company said. 

Use of adjustable valves to insure 
quiet and efficient valve operation. 
Crosley valves can be adjusted to 
micrometric clearance without ex- 
| pert help, according to the producer. 

Addition of an oil-bath air 
cleaner designed to contribute to 
engine longevity by trapping dirt 

and grit from the air. 

Employment of four-ring pistons 
with the top ring chromium-plated. 
This is another Crosley “exclusive” 
which reduces cylinder wear and 
oil consumption, the company 
| claimed. 

Use of spiral bevel gears on the 
|overhead cam shaft and tower 
shaft, to insure quieter operation 
and longer wear and eliminate me- 
chanical strain and chatter. 

* + * 


[NtRODUCTION of a ball-bearing 
fan, which is packed with grease, 
| Sealed at the factory and is said to 
require no further lubrication for 
the life of the fan. 

Adoption of a 35-ampere genera- 
|tor. This improvement is aimed to 
provide faster starting in cold 
weather and a steady flow of cur- 
rent to the car’s electrical system. 
A voltage control prevents over- 
charging, and there is a larger 
starting motor, Crosley stated. 

Other improvements include 
bumperettes, a big oil filter with 
a replaceable cartridge, a crank- 
case breather and roap pipe, re- 
mote control door handles, sealed- 
beam headlights, turn indicator 
lights on the sedan and convert- 
ible, two windshield wipers, an 
undercoating of sound-deadening 
asphaltic compound and dyna- 
wedge brakes in which a plastic 
cement replaces the usual metal 
rivets as a break-lining fastener. 

The two motor-truck models are 
of all-steel construction but weigh 
only a third as much as the aver- 
age truck, Crosley said. 

Despite changes in construction, 
the company’s new panel delivery 
truck is factory-priced at $20 less 
than the Crosley panel introduced a 
year ago. 





* * * 


Bot the panel delivery and the 
new Crosley pickup truck carry 
a full quarter-ton load with two in 
the cab, Crosley said. Factory price 
of the pickup has been raised $10. 
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Firestone 
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This tough, through-and-through plastic weave 


can’t be stained by ice cream, food, alcohol, ink 
or grease. Dirt, grime and mud can’t dig their 
way in. Velon seat covers wipe clean as new 


with a damp cloth. Salt-water soaking, sand and 
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snow can’t affect them. Muddy heels, rough- 
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Pn Laan mcoin Wilda, housing, carelessly flung toys won't scuff, scratch, 
le — lr ee 


y 
or mar Velon’s strong abrasion-resistant surface. 
And as if such rugged durability alone weren’t 
enough of a “buy” Velon seat covers combine 
real beauty with practicality. They come in 
stunning light, bright colors, interesting plaid and 
stripe weaves to please style-conscious women, 


to give new life and dash to car interiors. 


Seat covers woven of Velon are backed by the 


Firestone name. Feature that Firestone label 





proudly —it clinches the sale for you! 














1S THIS A RECORD?—A combined total of 163 years has been devoted to Studebaker sales 
and service by these veterans of International Garage, Ltd., St. Catharines, Ont. The dean 
of this group is W. F. Jones, center, president of the dealership, who joined Studebaker 
38 years ago. Shown with him are, left to right, Fred Hammond, mechanic, 23 years; Wil- 
liam Kadwill, painter and refinisher, 37 years; Peter McLachlan, office manager, 23 years; 
Peter Hoffman, service manager, 20 years; Clifford Coleman, parts manager, 22 years. 


Berger Motors, Inc. (Oldsmobile), 


Berger Motors Opens 
‘ tines Baltimore. 
New Service Building The new building contains over 
A full-page newspaper ad was/ 30,000 square feet and houses the 
used to announce the opening of | firm’s service, parts and used-car 
the new auto service building of | departments. 
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In San Francisco Jan. 24-27... 





NADA Lists Speakers 


For Convention 


(Continued from Page 3) | 


tees will participate in a safety 
clinic to be held Jan. 27 in civic 
auditorium, San Francisco, as a 
part of the program of the conven- 
tion. This was announced last week 
by M. V. Darlington, national com- 
mittee manager. 

General chairman for the clinic | 
will be Hansford A. Crockard, 
chairman of the Northern Califor- 
nia Inter-Industry Highway Safety 
committee. Crockard is a Chevrolet 
dealer in Roseville, Calif. Moderator 
will be Lyman W. Slack, chairman 
of the Oregon Inter-Industry High- 
way Safety committee. Slack, a 
Mercury dealer in Portland, is for- 
mer chairman of the national Inter- 
Industry Highway Safety commit- 
tee. 

Panel members, who will dis- 
cuss what their states and com- 
munities are doing to promote 
highway safety activities and how 





they are doing it, have been se- 
lected for the outstanding work 
now underway in their respective 
states, Darlington said. 

State committee chairmen taking 
part will be: Jack Rose, chairman 
of the Michigan committee (DeSoto. 





John H. Butts Larry Cain 


Detroit); R. L. Fry, chairman of the 


Idaho committee (Dodge, Poca- 
tello); Larry Cain, chairman of the 
Texas committee (Packard, Dallas); 


‘John H. Butts, chairman of the 





for progressive automotive merchandisers who can 
qualify as REO TRUCK and BUS DISTRIBUTORS 


of trucks and buses that incorporate some of the most 


Reo Motors, Inc., can now consider additional new 
distributor connections. 


The rewards are high—the future promising, if you 
qualify. 


If you are interested in a proven money-making line 


exceptional features ever deve 


And if you want to be associatec 
company that believes success 


loped ... 


1 with a long-established 
comes from progressive 


manufacturing coupled with aggressive selling ...then— 


CHECK THESE QUALIFICATIONS: 


If your answers are “YES”, this is the opportunity 


Are you located in a community with a population of 
10,000 or over where there is not a Reo distributor 
at present? 


Do you have the ability to establish and operate a 
fast-moving sales, parts and service organization? 






Le 





CHOICE OF CHAMPIONS 


A complete line of Reo Trucks and the world’s safest- school buses. 








you’ve hoped would knock. F 


or an analysis of your 


future with Reo, write, wire or phone R. D. Hilty, 
General Sales Manager, Reo Motors, Inc., Lansing 20, 


Michigan. 


immediate s 


to 239. 


Says Otto C 


TRUC 


uccess came to the Washing- 


ton Garage of Peoria, Illinois. Operations 
started in this beautiful building in Jan- 
uary of 1947—and within their first year, 
this progressive young organization had 
sold 142 Reo Trucks and 16 Reo Safety 
School Buses! In eleven months of 1948, 
sales of trucks and school buses climbed 


ornelius, President of Wash- 


ington Garage, “If you want to know 
about Reo 
line, you she 


Motors, Inc., and the Reo 
ould talk to me!” 


KS AND 





OPPORTUNITY & 








(Buick, Wic! - 
ita); Charles Smith, chairman 
the Oklahoma committee (Nas 


Kansas committee 


Oklahoma City), and William 
Hood, manager of the Maine Aut: 
mobile Dealers Assn., representin - 
Lewis K. Marshall, state committe 
chairman and Ford dealer fro: 
Portland, who will be unable t: 
attend. 

During the entire convention 
Jan, 24-27, a special safety exhibit 
will be on display at the Civic audi- 
torium. Of special interest to deal- 
ers, Darlington said, will be the op- 
portunity to try their skill with a 
series of driving tests under the di- 
rect supervision of uniformed driver 
license examiners furnished by the 
division of drivers licenses of the 
California Department of Motor 
Vehicles. 

This portion of the exhibit will 





give those attending an oppor- 
tunity to participate in reaction 
time, visual, steadiness, distance 
judgment and similar tests. The 
exhibit will also feature descrip- 
tive charts covering safety proj- 
ects for all automotive and allied 
industry dealers. 


In San Francisco, convention 









Slack Douglas McKay 


chairman Ray Chamberlain reported 
that five clinics have been sched- 
uled in addition to the one on 
safety. The subjects of these addi- 
tional clinics and their dealer mod- 
erators are: 

Used cars, Spencer Honig, Los 





Charles Smith 


Angeles; taxes, Robert Waters, San 
Francisco; employer-employe rela- 
tions, Arthur Haas, Cleveland; re- 
tail sales management, Lonnie Hull, 
Los Angeles, and truck sales and 
service, Ernest Ingold, 
Chamberlain said the equipment 
exhibition was virtually a “sellout.” 


Idaho Dealers 
Elect Haight, 


Hear Kneebone 


BOISE, Ida.—Charles C. Haight 
of Burley was elected president of 
the Idaho Automobile Dealers Assn. 
at the 16th annual convention held 
here Dec. 6-7. Haight succeeds Wil- 
liam S. Hill, Pocatello. 

The convention heard addresses 
by Robert W. Kneebone, NADA 
managing director; John W. Stokes, 
tax consultant and attorney, and 
Elliott Taylor, public relations di- 
rector of Pacific Finance Corp. 

C. H. (Chick) Seeber, Kellogg, 
was named association vice-presi- 
dent, succeeding Haight, while 
Leon Weeks of Boise was retained 
as secretary-treasurer. 

The new directors are as follows: 


Wm. V. Hood 


District No. 1: Seeber; W. S. 
Freeland, Coeur d’Alene; J. J. 
Broderick, Coeur d’Alene; C. H. 


Patton, Sandpoint. 

District No. 2: O. D, Shook, Lew- 
iston; J. W. Emerson, Genesee; K. 
D. Hansen, Orofino; Fred Brown, 
Grangeville. 

District No. 3: R. J. Burns, Cald- 
well; W. R. Showalter (also NADA 
state director), Nampa; E. R. Hop- 
per, Boice; S. H. Manser. 

District No. 4: C. A. Gore, Twin 
Falls; Don Kelly, Gooding; Haight, 
and Lawrence Heagle, Hailey. 

District No. 5: Fisher Ellsworth, 
Idaho Falls; Angus Lasley, Grace; 
Alfred Hahn, Blackfoot, and Hill. 

Three Boise dealers comprised 
the convention committee: Loren 
C. Maxwell, chairman; Richard F. 
White, and Roy C. Davidson. 
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Car Sales Drop, 
Trucks Rise in 
North Carolina 


RALEIGH, N. C. — The Motor 
Vehicles Department reports that 
car sales in North Carolina climbed 
to 48,874 for the year with 5,053 
new registrations recorded during 
October. 

The department said October car 
sales dropped slightly below the 
5,137 in the same month last year. 
Truck sales, however, were up 
slightly last month. During Octo- 
ber, 2,498 new trucks were regis- 
tered, as compared with 2,060 in 
Ocwber of last year. 

Ford, with car sales of 1,318, led 
the list during the month, it was 
stated. Chevrolet was second with 
1,218 sales. Other leaders were 
Plymouth, 322; Buick, 300; Mer- 
cury, 278; Pontiac, 252, and Olds- 
mobile, 208. 

Chevrolet led the field in truck 
sales with 818 new registrations 
during the month. Ford, with sales 
of 586, was second. Dodge sold 266 
and International 241, 
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THE OLD AND THE NEW—Without much alteration of their “new look" of 1949, model 


More Federal Aid 


Federal Works Administrator 
Fleming has announced plans to 
ask Congress for $50,000,000 more 
federal highway aid annually under 
the present two-year, $450,000,000-a- 


pageant, in which new Fords as well as 


— were displayed, was conducted as a part of millinery week activities in 
ork. 


year program. He said that high- 





FOB FACTORY 





Sporty Appeal Shown 
By New ‘Hard-Tops’ 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


By A. H. Allen 


ARD-TOP CONVERTIBLES likely will be the style rage 

of the passenger-car field next year. Kaiser-Frazer is 
coming along with one, while Buick’s Riviera and Olds’ Holi- 
day coupes have drawn swarms of favorable comment. 
Essentially they are what might be described as “noncon- 


vertible convertibles,” in that®—— — 


a standard convertible body 


icipating in a fashion pageant of the ery fashion bureau show up as two-thirds of is mounted with a permanent 
Floradora Sextette in a 1910 model T Ford. e 


steel top cut away at the sides and 
in back to provide a maximum of 
vision and ventilation. 


The rigid steel top should correct 


way construction was increasing,|some of the structural problems 
and that the government expects to| common to most convertibles. They 
exhaust its funds for the current|are difficult to brace crosswise 
fiscal year before that year ends| properly to avoid rattles. 


in June. 


Beyond that, in many sections of 
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SE 150 New FEDERAL Trucks \% 9s 
Fee Added to the Highway Department (>see 


of the State of New York 











FEDERALS HAVE WON 4&y Costing Le55 to Run! 


@ For 38 years Federal has been building trucks 


that have enjoyed an outstanding reputation for 


ruggedness, dependability, low up keep cost, long 
life and bed-rock operating economy. 


Men in a position to judge—fleet owners, main- 
tenance superintendents, service mechanics, dispatch- 
ers and drivers—have learned by keeping comparative 


FEDERAL MOTOR 


1910 


TRUCK CO. 


cost records, checking lay-up time, servicing and run- 
ning costs that Federal Trucks have those qualities of 
endurance, economy and rugged all-truck perform- 
ance that insure owner satisfaction. 


That's why so many truck users now say: “Toss the 
Tough Jobs to Federal.’ They're available in sizes 


and capacities up to 25 tons. 


© DETROIT 9, 


MICHIGAN 


Known in Every Country — Sold on Every Continent 





|}much more 





the country, the proportion of the 
time a convertible can be driven 
comfortably with the top lowered 
is at a minimum, 
and the new jobs 
provide most of 
the snap and dash 
of the regular 
convertible body, 
with a lot of plus 
values — particu- 
larly rearward 
vision. 

The hard-top 
models have a 

: full- depth. rear 
A. H. Afen window which is 
curved well around into the quarter 
panel. This styling, plus completely 
opened sides with no center pillar, 
tend to make the roof panel most 
inconspicuous, 

In commenting upon the de- 
mand for such unconventional 
models, the official of one com- 
pany said he guessed it was a 
matter of former convertible ad- 
herents growing older and becom- 
ing more susceptible to the 
elements. In addition, the safety 
factor of a steel top is something 
to keep in mind, along with the 
freedom from worry over possible 
failures in the mechanism which 
actuates fabric tops. 

The steel-roof convertible is one 
of the first really new creations 
evolved by the automotive industry 
in a long while and, although the 
price doubtless will be a stiff one, it 
should find a lively market among 
the smart set. 

a 7 a 


Steel Cost Concern 


HE GENTLEMEN active in ar- 

ranging for extra supplies of 
steel ingots to have rolled into sheet 
and strip steel, to supplement too- 
scant mill tonnages, are showing a 
little concern over reported “soft” 
spots in the car market. 

They reason, logically, that 
high-priced steel (two times the 
mill price and up) will be one of 
the first taboos when manufac- 
turers become sufficiently cost- 
conscious to fit production sched- 
ules within the limits of normal 
steel supplies, and thus “conver- 
sion” steel may be one of the first 
casualties of the 1949 materials 
picture. 

No one knows for certain just 
how much of this material has been 
purchased by the motor companies. 
Certainly it is a large aggregate, 
perhaps as much as 150,000 tons a 
month. 

Figuring that steel by this route 
costs a minimum of $100 a ton more 
than regular mill material, there is 
a neat $15,000,000 per month tacked 
onto the industry’s material bill. 

+ * * 


Battery Step-Up? 

N INCREASE in the life expect- 

ancy of automobile batteries is 
something many owners would ap- 
preciate. As more and more elec- 
trical gadgets and light bulbs are 
incorporated in automotive design, 
the old 110-ampere-hour, 17-plate 
battery is refusing to stand up 
than a year or 18 





months, 

This makes for a good replace- 
ment business in batteries and for 
more calls to service trucks, both 
disturbing to car drivers who feel 
that manufacturers should match 
the added electrical outlets with 
larger batteries and more powerful 
generators. 


One trouble, of course, is that en- 
gine compartments are already so 
crowded it is a little difficult to find 
room to accommodate a larger bat- 
tery and generator. Electrical ex- 
perts might well put their heads to- 
gether and see what they could 
come up with in the way of a more 
powerful storage battery with less 
displacement than present types. 
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Step up your advertising 








in keeping with the engineering 
and design of your 
new cars 


with 






hica 
Gribune 


The engineering and design of your new cars have created important new selling 
opportunities. New sales power also can be added to your promotion by featuring 
your models in full pages in newsprint color. 





Percentage of expenditures placed 
in each Chicago newspaper by 
classified automotive advertisers. 
First 10 months 1948 








> 







- Chicago Tribune newsprint color can get for you maximum attention and 
\ response from the audience which accounts for the bulk of the new car 
buying in Chicago and suburbs. 





In addition, Tribune newsprint color can win for you the distinction and 
importance you want in the hundreds of midwest cities and towns in 
which Tribune circulation is a known powerful factor in building consumer 









59.3% 20.5% 11.7% 8.5% 
CHICAGO PAPER PAPER PAPER n ler support. 
one 4 4 4 favor and dealer supp 





Why not get the facts today about Chicago Tribune newsprint color? Ask 
your advertising counsel or a Tribune representative to review the ways in 
which Chicago Tribune newsprint color can help you increase your 
consumer franchise in the important Chicago market. 


Chicago Tribune representatives: W. E. Bates, Penobscot Bidg., 

Detroit 26; A. W. Dreier, 810 Tribune Tower, Chicago 11; E. Pt Struhsacker, 
220 E. 42nd St., New York City 17; Fitzpatrick & Chamberlin, 

155 Montgomery St., San Francisco 4; also 448 S. Hill St., Los Angeles 13. 
MEMBER: AMERICAN NEWSPAPER ADVERTISING NETWORK, INC., 

FIRST 3 MARKETS GROUP, AND METROPOLITAN SUNDAY 


rnd CH ICAGO [TRIBUNE 


worRtuod'sS GREATEST NEWSPAPER 


October average net paid total circulation: Daily, Over 980,000—Sunday, Over 1,625,000 
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Highways & Safety... 


President Sets June 1-3 
For Safety Conference 


HE 1949 President’s Highway 
Safety Conference will be held 
in Washington June 1-3, it is an- 
nounced by Maj. 
Gen, Fleming, 
chairman of the 
conference, 
Commissioner 
Thomas MacDon- 
ald of the Public 
Roads Adminis- 
tration is chair- 





3 
A 
MT 


man of the coordinating committee. 


First activity in getting the 
1949 conference underway, it was 
stated, will be to bring the eight 
conference committees up to full 
strength in order to evaluate na- 
tional traffic problems under cur- 
rent conditions. 

Committees to draft reports for 
the 1949 conference will be organ- 
ized to deal with the following sub- 
jects, it was said: Law and ordi- 
nances, motor vehicle administra- 
tion, accident records, education, 
public information, organized pub- 
lic support, engineering and en- 
forcement, 

+. + * 
i DIRECTING Gen. Fleming to 
continue as chairman of the con- 
ference, President Truman said: 

“Nationwide progress in the re- 
duction of motor vehicle deaths and 
accidents since adoption of the 
President’s Highway Safety Confer- 
ence Action Program in 1946 has 
been steady and gratifying... . 

“Reports near the close of 1948 
are encouraging. It is estimated 
that the number of fatalities per 
100 million vehicle miles of travel 
for this year may be as low as 
7.8, compared with the rate of 12 
in 1945 and 8.6 in 1947. Traffic 
deaths may not exceed 31,300, the 
lowest death toll in the last 16 
years, except for the war years 
when travel was sharply cur- 
tailed. This is being accomplished 
despite steadily increasing traffic 
volumes. 

“Accident-reduction programs in 
conformity with the Action Pro- 

gram are generally credited with 
the gains we have made as a na- 
tion. In states and communities 
where most of the elements of the 


National Grange 
Asks Free Roads, 


Diversion Bans 


The National Grange, in its 82nd 
annual convention at Portland, Me., | 
adopted a seven-point statement of 
highway transportation principles 
in which it reaffirms its support of | 
long-range highway planning in the | 
states and rejects the use of tolls 
as a highway financing measure. 


The program recommended in-| 
cludes: 

(1) Liberalization of federal) 
standards for secondary roads; (2) | 
creation of legislative committees | 
in the states, with highway user | 
representation, to study highway | 
needs; (3) uniform motor vehicle | 
laws in all states; (4) passage of 
anti-diversion amendments to pro- 
tect highway funds from non-high- 
way use; (5) uniform size and | 
weight laws for commercial ve- 
hicles; (6) building of free roads | 
rather than toll roads; (7) opposi- | 
tion to so-called “integration” of 
transportation. 

On the last point the Grange said, 
“Since serious consideration may be 
given to this subject in the next 
Congress, we reaffirm our stand of 
previous years in opposition to such 
integration and recommend that | 
competition among the various| 
forms of transportation should con- | 
tinue to exist in the future.” 





Successful Program 
A safety driving program being 
sponsored by the Monadnock (N.H.) 
Region Automobile Dealers Assn., 
is meeting with much success, the 
group was told at a business 
meeting. 


Orand Names Field 


Roy O. Field has been appointed 
general manager of Orand Motor! 
Co, (Buick), Dallas. | 





Action Program have been applied 
the accident rates are the lowest. 
Many states have outstanding 
safety records and excellent pro- 
grams. But this progress is not uni- 
versal, even in the 35 states which 
have made a real start in putting 
the program into effect... . 

“Therefore, I will call such a con- 
ference in 1949, so that there may 
be a new state-by-state inventory 
of progress in highway safety... . 
As in the conference of 1946... 
the Federal government again of- 
fers its fullest cooperation.” 





New Moe Prented La 





Bye cia rh = , . aig 4 
DUAL CONTROLS FOR DOUBLING SAFETY EFFORTS—Three new dual-controlled cars for 
training high school students have been presented the Wilkes-Barre (Pa.) schools by City 
Chevrolet . of Kingston, Pa. Left to right: Norman Johnstone, director, Wyoming Valley 
Motor Club; G. W. Jones, director of physical education; A. L. Strayer, president of City 
Chevrolet, and A. W. Bacon, superintendent of schools. 

Whether you need a man or a hard-to-find part, AUTOMOTIVE NEWS WANT ADS 
will do the trick! 





Florida Dealer Named 
To State Road Post 


Marion G. Nelson, Panama Cit; 
(Fla.) automobile dealer, was 
one of five appointees selected 
by Gov.-elect Fuller Warren to 
serve on the Florida State Road 
department. 

Besides his automobile busi- 
ness, Nelson is president of the 
Commercial Bank of Panama 
City and a director of Gulf 
Power Co. and the Atlanta & St. 
Andrews Bay Railroad Co. 





Walker Graduates 


W. F. Walker jr., Alexandria Mo- 
tor Co. (Oldsmobile), has com- 
pleted the eight-week General Mo- 
tors course in dealership manage- 
|ment and won his diploma. 
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separate filtering stages in every cartridge! 


@ Walker started from scratch to build a better 
oil filter . . . and did. It’s the final result of more 
than four years of exhaustive research . . . research 
which not only indicated a definite need for a 
better oil filter but developed an answer so demand- 
ing it could not be denied the motoring public! 
That answer is Laminar—the new idea, the 
new principle of positive oil filtration. Patented 
Laminar construction is different . . . distinct .. . 
superior to any oil filter you’ve ever known. It 
introduces, for the first time in any oil filter, 
three-dimension filtration—actually combines three 


WALKER MANUFACTURING COMPANY 


OF WISCONSIN - 


Walker Laminar is the only oil filter guaranteed 
against channeling, by-passing or migration of 
the filtering material. It takes out power-clogging 
dirt and sludge—keeps it out for thousands and 
thousands of extra miles. 

That’s why Walker cleans oil and keeps it 
clean—better . 
longer cartridge life. That’s why it sets a new 
standard in uniform, positive oil filtration. Ask 
your Walker jobber now for Walker Laminar— 


it’s America’s newest, finest oil filter! 


. more completely . . . with 


RACINE, WISCONSIN 








“For the first time, Walker has combined in a single 
cartridge all three essentials for proper oil filtration. 
It’s not only an improvement—there’s just no com- 
parison with other oil filters!” 


WALKE 


Also 


—Harry Sheetz, 
Tractor Dealer 








“At last, here's an oil filter with positive, known per- 
formance. You can bet we recommend a Walker 
Laminar Oil Filter or replacement cartridge on every 


_car we sell or service!” 
— W. E. Kuhn, 


Car Dealer 
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Lawsuits Affecting Dealers .. . 





Court Decisions 


By Leo Parker 

Attorney at Law 

ya MUST pay heavy liability to 

an employe who sustains seri- 

ous injuries within the scope of 
his employment. 

In Royal v. Central, 76 Fed. Supp. 
793, it was shown that an em- 
ployer was transporting steel 
plates which fell and struck an 
employe who sustained a badly 
compressed fracture of the tenth 
dorsal vertebra. 

His spinal cord was completely 
severed causing complete motory 
and sensory paralysis below the 
point of the break. As a conse- 
quence he lost control of his bow- 
els and active urination. 


‘| CONSHUCTON Ta a 





“Walker works like three filters—rolled 
into one. It’s the only oil filter we can guar- 


antee absolutely channel-proof to our 


customers!” 


—Joe and Marshall May, 
Service Station 























“There's no guesswork with Walker. Our 
heavy-duty operations show Walker Laminar 
out-performs any other oil filter we have ever 


The federal court awarded the 
employe $62,500 compensation. 


+ * * 


Bicycle Rider Killed 


MODERN higher courts consis- 
tently hold that one who rides 
a bicycle on a highway is bound 
to use a high degree of care to 
protect himself against injury by 
motor vehicles. 

In La Fleur v. Hernandez, 191 
Pac. (2d) 95, it was shown that 
a 10-year-old bicyclist swerved 
toward the center of a highway 
and he was run over by a motor 
truck. His parents sued the own- 
er of the truck for damages. 


















used. That’s money in the bank to us!” 


OIL FILE 


—fully covered by U. S. Patent No. 2,427,733 


Jacks and Electric 


—Roland Vornehm, 


Fleet Operator 










The higher court refused to hold 
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the truck owner liable, and said: 

“A bicycle rider is required to 

exercise ordinary care at all times 

to avoid placing himself in danger.” 
* + . 


Not Absolute. 
ONSIDERABLE discussion has 
arisen from time to time over 

the legal question: If a city ordi- 
nance gives pedestrians the right 
of way, is the owner of a motor 
vehicle which injures a pedestrian 
always liable in damages. The 
answer is no. 

In Stahl v. Cooper, 190 Pac. 
(2d) 891, it was shown that a 
motor truck owned by a dealer 
struck and injured a pedestrian. 
The latter sued the dealer for 
damages and proved that a city 
ordinance gives pedestrians the 
right of way. 

Although the lower court held 
the dealer liable, the higher court 
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reversed the verdict, saying that 
such an ordinance does not render 
a motorist an insurer of a pedes- 
; requires the| Must Prove Account 
motorist only to use reasonable 



















IN_THE PEACH STATE—Gouldman-Taber Pontiac, Inc., occupies this building in Atlanta, 
Ga. Both Earl Gouldman and Earl Taber are former factory officials. 





care in yielding a right of way to 


the pedestrian. 
+ + * 


ENERALLY speaking, the 

courts accept books of an auto- 
mobile accessory dealer as as ab- 
solute proof that a customer owes 
the dealer the exact amount shown 
on his books. However, according 
to a recent higher court, invoices 
presented in court to prove an 
account must be supported by 
affidavits. 

For example, in Andress Motor 
Co. v. Hamilton Motor Co., 35 
So. (2d) 272, it was shown that 
the Hamilton Motor Co. owned 
and operated a garage business 
and car sales agency. This com- 
pany purchased certain supplies 
from the Andress Motor Co. 


The latter company sued to re- 
cover money for the merchandise 
allegedly sold to the Hamilton Co. 
The higher court refused to award 
the seller a favorable verdict, say- 
ing: 

“The invoices constituting the 
account are not even supported by 
affidavit of their correctness by any 
officer or employe of plaintiff 
(seller).” 


Output Decline 


Seen in December 


By Purchasers 


NEW YORK.—Although the na- 
tional election had little effect on 
November industrial business, pro- 
duction is expected to fall off dur- 
ing December and possibly January 
due to a combination of factors, 
according to the monthly report of 
the business survey committee of 
the National Assn. of Purchasing 
Agents, issued last week. 


The report stressed that many 
industries normally subject to sea- 
sonal variations in activity, but 
which have continued 12-month 
capacity operations since the war, 
are now finding the return of sea- 
sonal fluctuations influencing sales 
and production schedules. 

The uncertainty of government 
policies was cited as a limiting 
factor on programs, since manage- 
ment must be in a position to make 
quick revisions if necessary. 

Luxury lines, wearing apparel 
and capital equipment seem most 
affected at this time, according to 
the report. Long-range plans in- 
volving construction, capital equip- 
ment expenditures and sales pro- 
motional campaigns appear to be 
hesitant, awaiting clarification of 
the rules under which industry is 
to operate. 

The report said that in com- 
modity prices, except for the move- 
ment in non-ferrous metals, both 
open and “outside” market, the 
price situation shows a continuing 
leveling off, with a stronger trend 
to decline. 

Purchasing agents reported that 
the policy to reduce inventories to 
lowest workable limits is continu- 
ing in force. In line with hesitancy 
about the future, shortened buying 
range and falling backlogs, some 
\liquidation of inventories is in 
evidence. 

Ninety-eight percent of the pur- 
chasing agents surveyed reported 
jthey are now within the “hand- 
to-mouth-to-90-day” commitment 
range in their buying policies. This 
|}compared with 88 percent in this 
bracket a few months ago. 








| 


Purchase Building 
Leon Whiteman and his son, 
| Dale, owners of Whiteman Motor 
|Co., Hoisington, Kans., have an- 
/nounced purchase of the building 


| formerly occupied by Robbins 
i Motor Co, 
























AUTOMOTIVE WASHINGTON 
Economist Gives 


Oil-Profit View 


By William Ullman 


Washington Correspondent 


forage OIL PROFITS look terribly big this year, the fig- 
ures are misleading, according to Joseph E. Pogue, New 
York banker, known as one of the country’s leading petro- 
leum economists. Pogue offered that view before a Con- 
gressional committee. He testified that “the changing value 


million and the 1947 figure $513 mil- 


of the dollar distorts the in- 
come account so that the re- 


ported net income ceases to 
be synonymous with profit.” 

Really, he said, it’s as wrong to 
compare 1948 dollar earnings with 
1940 dollar earnings as it is to try 
to strike a ratio between bushels 
and tons. 

The reported net income of 30 
leading oil companies was $763 mil- 
lion in 1946 and $1,219 million in 
1947, a gain of 60 percent. 

On its face that looks big, 
Pogue admitted, but after adjust- 
ing the figures for 
the increased 
cost of replace- 
ments of plant 
and equipment 
and writing off 









lion, an increase of 23 percent. 
. 


* * 
More Cash Needed 


and 43 percent in 1946, 


pose. 


By adjusting 
the net income to 
reflect the effect 
of the cost of the 
physical capital 
replaced, Pogue 


“If this trend continued, the 
need for capital formation will 
become less insistent and the 
mechanism of the market will re- 
duce profit margins and bring 





William Uliman 
said the 1946 figure becomes $418, 


AUTOMOTIVE NEWS, DECEMBER 20, 1948 


C= DIVIDENDS paid by oil 
companies in 1948, Pogue said, 
will be a much smaller percentage 
of reported net income than in 1947. 
He forecast a drop to 24 percent 
compared with 35 percent in 1947 


“This is pretty conclusive proof,” 
Pogue asserted, “that the industry 
was strapped for cash in 1948, de- 
spite the magnitude of its income.” 

He said the important thing to 
remember is that 1948 earnings 
have done a job—“have gotten the 
oil the nation needs and thus the 
profits served a very useful pur- 


“It is fortunate this was so. A 
year ago we were faced with a tight 
if not a short, oil supply. Today our 
tanks of oil are full and supply is 
beginning to run ahead of demand. 





about a lower level of profits.” 

In ordinary times, Pogue told the 
committee, “the rate of return on 
capital employed is a useful and 
widely used measure of profits. It 
remains a true picture so long as 
the value of the dollar remains rea- 
sonably constant.” 

But since investments are made 
in the past and income is earned in 
the present the ratios become false 
if the dollar value meanwhile has 
changed, he stated, 


Other Experts Agree 


TWO LEADING accountants told 
the same committee that corpora- 
tion profits are not excessive when 
measured by the total volume of 
production and sales. But the way 
the government taxes corporations, 
they said, is wrong and ought to be 
overhauled in the interest of fair- 
ness and for the good of the 
economy. 

The accountants were Prof. 
William A, Paton, of the Univer- 
sity of Michigan, author of many 
standard works on accounting 
procedures and practices, and 
George D. Bailey, former presi- 
dent of the American Institute of 
Accountants, a practicing CPA 
from Detroit. 

They also agreed with a Harvard 
economist’s charge that corporation 
profits currently are being “over- 
stated,” but they contended that 
this is not the fault of accounting 
“fundamentals” but rather from 
shifting dollar values. 

Prof. Paton took a strong posi- 
tion against some of the agitation 
in the country for pushing prices 
downward. “It would be socially 
desirable and for the good of the 
country,” Paton said, “not to push 
prices down or to push them up, 
but to hold them stable. This is 
necessary for the servicing of the 
national debt.” 

On the question of taxes Paton 
said the present method of levying 


The New Crosley 



















THE NEW CROSLEY CLUB CONVERTIBLE—Advertised-delivered price of the above model 
remains unchanged at $959, despite many improvements and additions in styling, interior 
appointments and power plant. The convertible is distinguished by waterproof lining and 
new red upholstery. Compression ratio of the Crosley engine has been boosted to 7:8 to |, 








roduction. The higher 


said to be the highest of an 
at least 10 percent to 


S. automotive engine in volume 





U. 
compression ratio, according to President Powel Crosley jr., will ad 
the present mileage available from Crosley cars and trucks. 

















































“ MORE ROOM IN THE STATION WAGON—The latest general-utility model of the Cin- 

for a has no adequate cinnati light-car producer. The new station wagon is eld te provide a roomier body and 
oundation legally. removable rear seats which permit loading of a quarter-ton of cargo. Crosley reports it 
He said profits relative to all|has become the industry's largest builder of station wagons, with approximately 30 percent 
other economic factors definitely | of the total. Advertised-delivered price of the station wagon ($99!) is the same as for the 













are not too high, but taxation and 
other factors have so invaded earn- 
ings that “the chap who provides 
the risk capital is the forgotten 
man of the present era. 

Bailey urged that corporations 
be allowed to keep a larger per- 
centage of profits when dollars 
are inflated, so as to put business 
into a position to maintain its 
productive capacity. 

The replacement of facilities is 
more costly in inflation periods, 
Bailey asserted, and therefore busi- 
ness must for the good of the econ- 
omy be allowed to retain for rein- 
vestment larger sums than when 
prices are low. 























“Cive Away Item” 


Nationally Advertised Fishing 
Accessory and Key Ring 


¢ Each Imprinted 
In 1000 Lots 









. a * 
Merit Pay Raises 

AS THE RESULT of a recent 
Supreme court decision, merit pay 
increases now have been added to 
the subject matter, which under the 
Wagner Act and the Taft-Hartley 
law is open to bargaining between 
management and labor, just as pen- 
sion plans previously were added to 
the subject matter of collective 
bargaining. 

Here is the situation: 

If you are an employer and 
have a union contract with your 
workers, you no longer can give 
individual workers “merit pay in- 
creases” without notifying the 
union. 

To fail to give all your workers 
notice that you are raising the pay 
of some of them or to refuse to tell 
the union the amount of the merit 
increases you are giving constitutes 
an unfair labor practice under the 
labor relations act. 

The mere fact that it may have 
been your custom to give such 
merit increases without telling the 
union—and the union so far has 
made no complaint—does not mat- 
ter. Now you must tell and talk 
about it if the union requests it. 

Even if you regard the merit in- 
creases as “gratuities” to the par- 
ticular employes, you must never- 
theless disclose them. . 

* 


Bond Support Hit 


OUTLINING what it called a 
program for “stability in a free so- 
ciety,” the Committee for Economic 
Development last week urged that 
the Federal Reserve system begin 
moving away from its commitment 
to support government bonds. 

The committee, which formerly 
was headed by Paul G. Hoffman, 
now European relief administrator, 
in setting forth a long-range mone- 
tary-fiscal program for the govern- 






Delight your fisherman customers—please all customers—with a neat key ring 
with your name on the plastic “Keel"—a transparent plastic device that 
prevents lines from twisting—imprinted with your name and address—''Keel" 
alone nationally advertised in Field & Stream and Sporting Goods Dealer as 
10-cent item without key ring. Send check for quantity desired with two line 
imprint information for quick delivery. Can be used for used car as well as 
new cor “give away.” 
























ACTUAL 
SIZE 


8'%4c — 500 lots 
7c — 1000 lots 
or more 
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Order Now Direct From Manufacturer 


OLSON COMPANY 


BATTLE CREEK, MICH. 



















former model. 









NEW TRUCK MODEL IN THE LIGHTWEIGHT CLASS—Crosley has extended its improve- 


ments for | to this panel delivery unit 
designed by Crosley to appeal to retail an 


delivery costs. Features of the new Crosley passenger-car line have been extended to the 


trucks, These include a new hood and grille 
more streamlined fender flow. 


but has cut the factory price by $20. It is 
service establishments desirous of keeping down 


treatment, fender housing of headlights and a 





THE QUARTER-TON CROSLEY PICKUP—Despite inciusion in this model of the features 


incerporated in the rest of the line, the facto 
President Powel Crosley jr. reports an augmente 
delivery units, with many fleet orders. The trucks, like the cars, offer 
claims, axdng Set this economy may be hiked even more by a 

bra four-cylinder engine available on all models. 


gallon of gasoline, Crosle 
new compression ratio of 7:8 to | in the 


ment, said that “the current sup- 
port of government bonds is infla- 
tionary.” 

It urged that the reserve system 
free itself of the inflexible commit- 
ment to support the government in 
all circumstances, and announce 
that governors henceforth will feel 
free to reduce the support level if 
they believe it will bring about 
monetary restriction and promote 
general economic stability. Calling 


price has been increased by only $10. 
demand for both the pickup and panel 
35 to 50 miles per 


the Federal Reserve support of 
long-term government bonds “the 
currently most important problem” 
of federal monetary policy, the 
CED said that the decision to sup- 
port government bonds was a war- 
time decision and as such is not a 
proper peacetime policy. 


William Uliman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the vation’s capital every week. 
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Dealer 


Gale Opens Buick Deal 


In Forest Hills, N. Y. 


M. C. Gale, president of Monarch 
Buick Co., 106-16 70th Ave., Forest 
Hills, N. Y., announced the opening 
of his new dealership by sending 
letters to all Buick owners in his 
territory. 

Gale used the letter to introduce 
department heads, including Wally 
Boniar, service manager; Edward 
G. Knobloch, sales manager, and 
Bernard A, Elfring, office manager. 

Gale, a director of the New York 
Automotive Merchants Assn. for the 
past two years, operated Packard 
White Plains in White Plains, N. Y., 
before taking over his present 
outlet, aie 


Coffin Motors (Ford) Sold 


To Asquith and Son 


John W. Asquith, Ford assistant 
district manager for the Somerville 
district, has taken over the former 
Coffin Motors (Ford), Belmont, 
Mass. It will be operated under the 
name of Asquith Motors, Inc. 

Asquith’s son, Jack jr., will be 
associated with his father in the 
operation of the dealership, it is 


announced. 
. af 









Dealers Busy 
With Building 


In Binghamton 


Three structures are under con- 
struction and a fourth has been 
completed in Binghamton, N. Y. 

Most expensive of the group is 
a garage and showroom under 
construction for Hugh T. Beck- 
with, Inc. (Ford), which is costing 
about $250,000. The new structure 
will have 25,000 square feet of 
floor space. 

Glenn Whitney, owner of Whit- 
ney Motor Sales (Kaiser-Frazer), 
reports that his company is con- 
structing a new building which will 
have 15,000 square feet of floor 
space and contain room for two 
showrooms and a service depart- 
ment. 

Public Service Garage is remod- 
eling the main buildings of the 
former Bartlett and Co., and will 
have 12,650 square feet of space 
plus 2% acres of parking space. 

Wolfe’s Sales and Service has 
completed a new building for its 
service department, adding 5,700 
square feet of floor space to the 
concern’s facilities. 

+ * 


Five New K-F Outlets 


In Western Montana 


Scotty MacDonald Motors 
(Kaiser-Frazer), Butte, Mont., has 
added five new western Montana 
dealerships. 

New outlets are: Emsley E. 
Signan, Whitehall; Orr Motor Co., 
G. W. Orr, owner, Philipsburg; 
Byrer-Miller Motor Co., A. B. 
Byrer and Victor Miller, Polson; 
Townsend Valley Motor Co., Art 
H, McLeod, owner, Townsend; 
Nicholas Motor Co., Ed L. Nich- 
olas, proprietor, Libby. 

* * + 


Three-Day Open House Held 


By Thomas Motors 
A three-day open house was held 
by Thomas Motors, Inc. (Dodge), to 
celebrate the opening of the dealer- 
ship’s new facilities at 21 Main St., 
Waltham 54, Mass. 
af « 





+ 


Even Editorials 


Beasley Opening Gets 
Plenty of Publicity 

Publicity ranging from news- 
paper editorials to five pages of 
advertisements heralded the open- 
ing here of Beasley Motor Rebuild- 
ers, a division of Beasley Motor 
Co. (Ford). 

The new plant, which measures 
80 by 250 feet, contains 20,000 
square feet of floor space. It will 
be used to rebuild Ford and Mer- 
cury engines sent in by dealers in 
28 counties in Pennsylvania, Mary- 
land and West Virginia, according 
to Fred R. Beasley, president. 

In connection with the grand 
opening of the plant, the company 
was host to 450 dealers and their 
wives and friends at a banquet. 

Beasley named Donald A. Rhine 
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Doings 


manager of the motor rebuilding 
plant. Don Anderson was appoint- 
ed parts manager of Beasley Mo- 
tor Co. to replace Rhine. 

At the same time, Beasley re- 
vealed the appointment of Bud 
Fasick as service manager, replac- 
ing Ray Barnett, who resigned to 
take a Ford dealership in Belle- 
fonte, Pa. 





Austin Appoints Keating 


Minnesota Distributor 


Keating Motor Co., 1817 River- 
side Ave., Minneapolis, has an- 
nounced its appointment as dis- 
tributor for Austin automobiles 
for Minnesota, 

* 


* 
For Laughs 
Upper N. Y. Dealer Uses 
Cartoon Advertising 


* * * 
Gardner Motors, Inc., 35 Collier}; Reo Names Distributor 


St., Binghamton, N, Y., uses humor- 
ous cartoons as a regular feature of 
its newspaper advertising. 


The series is built around the! Sales, a division of Cooper In- 


a 





FOR SAFER DRIVING IN SANTA BARBARA, CALIF.—George Young Sales & Service 
(Chevrolet) presented this driver training car to the high school in that city. Left to right: 
George A. Young, president; Harvey J. Holt, principal of high school; Nancy Millsap and 
Ethyl Warren, students in the training group; Yale B. Griffith, school board member; H. A. 
Foster, professor in charge of driver training, and T. W. Fair, representing American 


Automobile Assn. 


adventures of a character named| dustries, Inc., Indianapolis, as 
“Otto-Moe-Bill.” distributor of Reo trucks and 
buses in a 20-county Indiana ter- 
ritory has been announced by R. 
D. Hilty, general sales manager 
of Reo Motors, Inc, 

The new Reo distributor is lo- 
cated at 534 N. Capitol Ave., 


For 20 Indiana Counties 
Appointment of Reo Truck 


17 


Indianapolis. A new Reo building 
will be erected on an adjacent 
132-by-200-foot property with con- 
struction scheduled to begin in 
the spring, Hilty said. 

I. J. Cooper, president of Cooper 
Industries, Inc., and Reo Truck 
Sales, has served as director, of- 
ficer and is now treasurer of the 
Motor Truck Assn. of Indiana. 
Dee W. Thompson has _ been 
named general manager. Mike 
Butler has been appointed man- 
ager of wholesale sales; R, J. 
Rickelman has been named man- 
ager of sales and service, while 
Joseph A. Huhnke is service 
manager. 

* +. * 


Apel Named Manager 


H. B. Apel has been appointed 
business manager for the Beasley- 
Grove Co. (Ford), Columbus, O. 


* * * 


Monroe Opens Plant 

Monroe Buick Co., Garland, Tex., 
has been opened by Frank Monroe, 
formerly Dallas district manager 
for the division. 

. * * 
Dooley Joins Staff 

Leslie B. Dooley has joined the 
sales staff of Greater Dallas Motors 
(Lincoln-Mercury), Dallas. 
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In the Hopper 


Gov.-Elect Is Opposed 


To Florida Tax Hike 


Gov.-elect Fuller Warren asserted 
in an interview that he is “unalter- 
ably opposed to any increase in the 
state gas tax or any other levy on 
motorists.” 

Thus, Florida’s next chief execu- 
tive sought to head off any move to 
solve the apparent need for addi- 
tional state revenue by getting the 
1949 legislature to hike the seven- 
cent gas tax an extra cent. 

o * . 


S.D. Ponders Added Taxes 


To Pay Veteran Bonus 


An increased sales tax and a gen- 
eral property levy have been sug- 
gested by Gov. George T. Mickelson 
for quick liquidation of South Da- 
kota’s veterans’ bonus debt. 

The governor said he would call a 
public meeting for discussion of 
bonus financing proposals, which 
will be major issues before the 1949 
state legislature. In commenting on 
a possible increase in the state sales 
tax, he said consideration should 


Look to 


SEAWEAIE if 


The New Upholstery F ‘ele 
that’s Miles Ahead! 


Durability ranks overwhelmingly first in a national customer 
survey on what buyers want in car upholstery—and SEAWEAVE 
ranks overwhelmingly first in durability! Seaweave is the new 
fabric that’s the fruit of over a hundred years of craftsman- 
ship, and it’s miles ahead of the upholstery fabrics you've 
known. It will last the life of the car. 


That means a heavy additional selling point for new cars. 
It means more customer satisfaction and customer pride 
in your car. And it means higher resale prices for 
dealers when the cars come back. 


Durability is only the beginning of SEAWEAVE'’S 
superiority. It’s the best-looking fabric you’ve 


seen in a blue moon! 


COLLINS 


Corporation 
200 Madison Avenue, New York 16, N. Y. 





also be given to including commodi- 
ties now exempt because of special 
taxes levied thereon, such as liquor, 
beer and cigarettes. 

* + * 


Arkansas Cities to Seek 


More Revenue Sources 

Arkansas cities will go to the 1949 
legislature, which meets next month, 
in an effort to increase their sources 
of revenue with legislative au- 
thority. 

Officers and members of the ex- 
ecutive committee of the Arkansas 
Municipal league have agreed on 
suggested legislation to permit cities 
to find additional revenue sources. 
Auto users’ taxes were not among 


the revenue sources mentioned. 
* * + 


Virginia Retailers Oppose 


Proposed Sales Tax 


The Virginia Retail Merchants 
Assn. was on record at Charlottes- 
ville against a proposed sales tax. 





Kalser-Frazer distributor at 
Springfield, Ill., played host recently to Gen. Jonathan M. Wainwright, who commanded 
American troops in the memorable defense of the Bataan peninsula and Fort Corregidor 
against Jap attackers. As national commander of the Disabled American Veterans, Wain- 
wright appeared in Springfield to address a convention of the Illinois DAV. The general 


© OF BATAAN AND CORREGIDOR—Paul Edwards, 


and other DAV officials were guests of Edwards at a ‘Breakfast Club"' radio show and at 
an informal reception at Edwards’ home. Edwards furnished all official cars for the parade 
and DAV contingent. 


by putting the heaviest burden on 
low-income groups, by increasing 
prices, by diverting business from 
legitimate channels into black mar- 
ket operations to avoid the tax and 


on the privilege of buying the ne- 
cessities of life” at a public forum 
Charles B. McFee of Richmond, | in the Albemarle county courthouse. 
managing director of the organiza- McFee argued that the tax vio- 
tion, called the tax “a purchase tax | lates the accepted rule of taxation 
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by stimulating demands for higher 


2-Cent Gas Hike Urged 
To Aid Illinois Roads 


In order to gain more funds for 
Illinois highway maintenance, pro- 
posals will be made to the 1949 leg- 
islature providing for a two-cent 
gas tax boost, a flat annual car 
license fee of $12.50 and a graduated 
scale for truck licenses. 

However, Illinois legislators are 
expected to consider certain econ- 
omy measures in spending the 
user’s revenue. The present state 
gas tax is three cents a gallon. 


* . * 


Gas Tax, Tag Fee Hikes 
Urged in Minnesota 


A one-cent increase in Minne- 
sota’s gasoline tax rate, from four 
to five cents per gallon, and an up- 
ward revision in license fee sched- 
ules for trucks and passenger cars, 
have been advocated by the Minne- 
sota State Legislative Interim High- 
way committee to provide increased 
highway funds. 

The committee unanimously 
backed the proposed license fee re- 
vision, but split six to three on the 
higher gasoline tax, indicating the 
probability of a fight over the issue 
during the 1949 session of the Min- 
nesota Legislature. 

* . - 


California Old Age Law 


Creates Diversion Snafu 


Legal uncertainties created by 
California’s adoption of a new old- 
age pension program at the last 
election include the question of 
whether the plan calls for diversion 
of gasoline tax revenues from high- 
way construction to support pen- 
sions, if other funds are unavailable. 


“California 10 years ago adopted a 
state constitutional amendment 
specifying that gasoline taxes, which 
go into a special fund rather than 
the treasury fund, should be used 
exclusively for highway purposes. 
A state constitutional amendment 
adopted at the November election, 
however, gives first call on state tax 
funds to a program which increases 
old-age pensions from $65 to $75 a 
month and blind aid from $75 to $85. 


| N. H. to Consider Revising 


License Renewal System 


Several new automotive meas- 
ures, including a plan to have New 
Hampshire drivers’ licenses expire 
on their birthdays, are expected to 
be introduced at the coming bien- 
nial session of the legislature, it 
was revealed in Concord by State 
Motor Vehicle Commissioner F red- 
eric N. Clarke. 

He also said there was a possibil- 
ity that there would be legislation 
requiring the insuring of individ- 
uals, rather than vehicles. He stated 
that the administration of the pres- 
ent financial responsibility law. has 
been one of the “biggest headaches” 
faced by his staff. Eighty percent 
of the cars in New Hampshire are 
at present insured, he revealed. 

Another proposal which may 
come before the solons, Commis- 
sioner Clarke said, would raise the 
gross weight for vehicle and load 
on combination vehicles from 47,500 
| to 50,000 pounds. : 


| Income and Cigarette Taxes 
Suggested in Oakland, Calif. 


New municipal taxes on personal 
incomes and on cigarettes have been 
suggested to the Oakland (Calif.) 
city council in a report by the Pub- 
lic Administration, a research or- 
ganization engaged by the council a 
year ago to investigate organization 
and administration of city govern- 
ment. 

Besides recommending numerous 
governmental reforms, the report 
suggested possible imposition of a 
1 percent earned personal income 
tax to raise between $4,000,000 and 
$5,000,000 and a_ two-cent-a-pack 
cigarette levy to produce from 
$700,000 to $800,000 annually. 


Triangle Motors Building 
New $60,000 Home 


Construction has started on a new 
$60,000 two-story building for Tri- 
angle Motors (Kaiser-Frazer), 2037 
Main St., Jacksonville, Fla., M. F. 
Keys, secretary-treasurer, has an- 
nounced. 

Salesrooms of the company will 
be located at 114 Park St. until the 
new building is completed. B. J. 
LaRue is president of the concern, 
and J. J. Garrison is vice-president. 


| 
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We all can have better teeth 
-»» because women acted! 


LET’S SPREAD THE GOOD NEWS — decided readers of recent COMPANION article “The 
Simplest Health Program Ever Proposed.” Thousands of reprints were requested by 
women determined that the sensational new treatment for cutting tooth decay had to 
be applied in their communities. Through all kinds of local publicity, civic groups 
pushed the plan highlighted in the COMPANION article! 


Moving women to action is the COMPANION’s forte. In the women’s field it pays to 
keep your eye on the COMPANION. Below is more dramatic proof of that! 


THE PUBLIC DEMANDED! — In the past two years the 
COMPANION has increasingly demonstrated its power 
to excite readers to active participation in matters 
of public concern. During this time more than 
795,000 reprints of COMPANION Public Service Arti- 
cles have been requested! 


WOMAN’S HOME 


THE MAGAZINE 


THE YOUTHFUL APPEAL! — Lloyd Hall Reports for the 
first eight months of 1948 show that the COMPANION 
leads the women’s service field by wide margins in 
the editorial linage on children and beauty. The 
COMPANION has first claim on young women in the 
midst of the “buying years!” 


Monthly Circulation More Than 3,850,000 


NUMBER 


19 
S SY. EON. Te Bon 


pit De >.< 

HERE’S A GRAVY TRAIN! — More and more advertisers 
and agencies go to the COMPANION for action. CoM- 
PANION was the only service book to chalk up adver- 
tising linage gain in the first six months of 1948 as 
against the same period in 1947. All other service 
magazines lost linage! 


COMPANION 


OF PERSONAL SERVICE, HOME SERVICE, PUBLIC SERVICE 














ADMEN STUDY BUYERS' WANTS—Current studies on new-car preferences as revealed by J. 


pson Co.'s consumer panel are interpreted for representatives by John Forshew, 
New York panel director. From left to right, Frank Babcock, representative on Ford parts, 
accessories and service; Norman Strouse, of JWT's Detroit o ce; John Reeser, supervisor 
of field operations on the Ford account; Forshew; George Richardson, representative on Ford 
trucks, and Henry Flower, associate director on Ford account. 


Elmwood Motor Sales Elmwood Motor Sales, 577 Genesee 
A business name has been filed in| St., Buffalo, by Norman Weiglein 
the Erie county clerk’s office for|and William Talmadge. 


Walter Thom 









Centermount 
Emergency 
and Parking 
Brake for 
Buses and Trucks 













Bendix Hydraulic 
Power Steering 







B-K* Power 
Braking System 

for Cargo 
Trailers 


BENDIX VACUUM-POWER SHIFT 


for two-speed axles—smooth, fast, easy! 


By Jim White 
Associate Editor 

The advertising program of the 
Ford Motor Co. for 1949 will paral- 
lel the 1948 program generally, ac- 
cording to J. R. Davis, vice-presi- 
dent, sales and advertising. 

No major shifts in media are 
proposed, Davis said, although 
careful studies in the field of 
television are being continued 
and appropriations in this media 
may be increased during the year. 
In the overall advertising picture 
appropriations for car and truck 
advertisements will run somewhat 
higher in 1949, Davis said. In- 
creased use of spot radio and spot 

television for 1949 from the Ford 
dealer advertising fund is also con- 


Bendix* 
Automatic Clutch 
and Gear Shift 
Control Systems 


Vacuum-Power! 


Affecting Factories and Dealers .. . 
Auto Advertising 


Here’s another control problem solved by Bendix 
With a Bendix Vacuum-Power 
chamber on the axle and a “Preselector” control on 
the instrument panel (or gear shift lever), truck 
drivers get an easy, positive, fast-acting, power shift. 
A flick of the finger and intake manifold vacuum does 
the actual work of shifting! Low original and main- 
tenance costs make it your logical choice. 

This Bendix Vacuum-Power Shift has proved a 
worthy companion to Timken-Detroit’s great line 
of 2-speed truck axles, with a record of many years 
and billions of miles of dependable performance. 
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templated. The expanded local use 
of radio, however, does not affect 
the Fred Allen show, which will 
continue. a 


+ 
Phenomenal Growth 


Production of television sets 
jumped 482 percent in the first 
eight months of this year and the 
number of monthly television ad- 
vertisers has increased to 548 this 


to 44 units operating in 22 major 
cities today as compared to 16 
stations serving 11 cities last year. 
Eleven more stations in nine 
cities are scheduled to begin op- 
erations early in 1949 and the 
FCC has already approved per- 
mits for an additional 81 stations, 
the agency says. 

The report is contained in a pub- 
lication, The Third Annual Report 
on Television, released by the 
agency last week. 

* > + 


January Forum 


Ford Perine, merchandising di- 
rector of Time magazine, will be 


year as compared to 42 in 1946 and | principal speaker at an advertising 


127 in 1947, according to a recent 
study made by Geyer, Newell & 
Ganger, Inc. 

The report points out that over 
704,605 television sets are now in 
use as compared to 11,000 in 1946 
and 115,400 last year. In addition, 
television stations have increased 
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forum to be held Jan. 21 in Grand 
Rapids, Mich. The forum will be 
sponsored by the Advertising Club 
of Grand Rapids and is to consist 
of seven panel discussions by lead- 
ing advertising and merchandising 
authorities. 


Other speakers will include 
Thomas D’Arcy Brophy, presi- 
dent of Kenyon & Eckardt; Wil- 
liam N. Connolly, advertising 
manager of S. C. Johnson & Son, 
Inc.; Sherwood Dodge, vice-presi- 
dent, Foote, Cone & Belding, and 
Dr. Colston Warne, president of 
Consumers Union. 


Attendance will include advertis- 
ing executives from Illinois, Ohio, 
Indiana, Michigan and Wisconsin. 


* * * 


Zimmer Account 


Zimmer Boat ¢é Trailer Co., 
Detroit, has appointed Brooke, 
Smith, French & Dorrance, Inc., 
to handle its advertising and that 
of its wholly-owned subsidiary, 
the National Trailer Corp., EI- 
wood, Ind. 


362-Page Edition 


For the second consecutive week 
an all-time advertising record for 
The New York Times—and for all 
New York City newspapers—was 
set Sunday, Dec. 5, when it pub- 
lished 1,552 (465,456 lines) of adver- 
tising. The previous mark was 1,402 
columns (420,507 lines). 

The new record-breaking edi- 
tion consisted of 362 pages. The 
100-page main news section, 
which was split into three parts, 


carried 667.3 columns (200,199 
lines) of advertising. 
Also included was a_ record- 


breaking, 30-page winter vacation 
supplement, which accounted for 
48,680 lines, the largest volume of 
resort and travel advertising ever 
published in a winter issue by any 
newspaper. 


UAW-CIO Radio 

WDET, a new 52,000-watt ra- 
dio station serving the Detroit 
and southeastern Michigan area, 
has been dedicated by UAW-CIO 
union officials, 

Broadcasting on a frequency of 
101.9 megacycles, WDET will be- 
gin regular schedules in January. 

The Detroit station is the first of 
two proposed UAW stations. The 
second is planned for Cleveland, 
according to Ben Hoberman, 
WDET station manager. 


* * . 


Names 

A. W. Dunn of Goodyear public 
relations has been transferred to 
the aviation products division and 
is manager of the Dayton office. 

Norman Nash has been appoint- 
ed assistant copy chief supervising 
writing of radio and _ television 
commercials, it is announced by 
Kudner Agency, New York. 

Irvin S. Taubkin, promotion man- 
ager of The New York Times, has 
been elected president of the New 
York Newspaper Promotion Man- 
agers Assn. Ken Mason, of The 
World Telegram, was elected sec- 
retary. 


Ben Wright has been appointed 
as director of public relations for 
American Airlines and American 
Overseas Airlines, it is announced. 
Wright joined AOA two years ago 
and since September of this year 
has been acting director of Ameri- 
can’s public relations department. 


Morris E. Fonda has been ap- 
pointed publicity manager and 
Frederic A. Lyman is appointed as 
product education manager of 
Harry Ferguson, Inc., tractor and 
implement manufacturer, 
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Wolff Gets Willard Post 
As Assistant Sales Head 


Promotion of George W. Wolff 
to the position of assistant sales 
manager of the Willard Storage 
Battery Co. is announced by F. R. 
Somers, director of merchandising. 

Somers also reported that A. L. 
Blackwell, formerly Cleveland dis- 
trict sales representative, has been 
promoted to succeed Wolff as na- 
tional service manager. 

* > > 


MEMA Elects Cochrane 
President for 1949 


After serving for two years as 
its vice-president, Bert G. Cochrane 
sa has been elected 
to the presidency 
of the Motor & 
Equipment Manu- 
facturers Assn. 
Cochrane, who 
has been active 
in the automotive 
field since its pio- 
neering days, is 
vice-president and 
general sales 
manager of Casco 
Products Corp., 
Bridgeport, Conn., manufacturers of 


automotive accessories. 
* * + 


Rohl Heads Up Michigan 


In NoSpin Sale Drive 


Detroit Automotive Products 
Corp., in line with a new national 
sales policy for the distribution of 
one of its products, the NoSpin dif- 
ferential, has appointed B. B. Rohl, 
410 Washington Apartments, Lan- 
sing, as its exclusive Michigan state 
representative. 

Rohl’s duties will be to supervise 
the sales and service of NoSpin 
differentials to various state gov- 
ernment departments and truck 
dealers and to appoint vocational 
distributors, 

* 


B. G. Cochrane 


Vincent Reelected Head 


Of Michigan Auto Club 


Col. Jesse G. Vincent, Packard 
director and vice-president, was re- 
elected president of the Automobile 
Club of Michigan oan 
at the annual 
board of directors’ 
meeting in De- 
troit. 

Other officers re- 
elected were 
Henry S. Hulbert, 
first vice-presi- 
dent; Roy M. 
Hood, second vice- 
president; Ed- 
ward J. Weeks, 
third vice - presi- 
dent; Ralph Thomas, secretary, and 
J. Lee Barrett, treasurer. 

oa ~ os 


J. G. Vincent 


Avener Named Vice-President | 


At Midland Steel Products 


E. J. Kulas, presideht of Mid- 
land Steel Products Co., an- 
nounces the appointment of Rob- 
ert C. Artner as vice-president 
and general manager of the com- 
pany. 

Artner has been with Midland 
Steel since it was organized by 
Kulas in 1923 in a merger of the 
former Parish & Bingham, De- 
troit Pressed Steel and Parish 
Mfg. companies. 

* + 


Crosley Appoints Smith 


Assistant to Kess 

Powel Crosley jr., president of 
Crosley Motors, Inc., has an- 
nounced appointment of Don H. 








Don H. Smith 


‘BY 
S. E. Kess 


Smith as assistant sales manager 
of the company. Smith replaces 
Stanley E. Kess, whose appoint- 
ment as sales manager was an- 
nounced earlier this month. 


Smith, who resigned his post as 


executive vice-president of the 
Tennessee Automotive Assn. to 
join Crosley Motors, was formerly 


Auto Personnel 











dealer franchise manager for the 
company. 
* * * 
Williams Named Manager 
Of A. Schrader’s Son 


Appointment of Selden T. Wil- 
liams, vice-presi- 
dent of Scovill 
Mfg. Co., Inc., as 
general manager 
of Scovill’s A. 
Schrader’s Son 
division has been 
announced by W. 
T. Hunter, presi- 
dent of the divi- 
sion. 

Williams, inven- ’ 
tor and author of , 
many technical *% 7 Williams 
articles, has been with the Schra- 
der company since 1929. 

* * . 


String Promoted 


Samuel W. String jr. has been 
appointed comptroller of the Fire- 
stone Industrial Products Co, String 








*® 


LUMITE DIVISION, Chicopee Manufacturing Corp. 
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from—oh, never mind.” 





was promoted from a similar posi- 
tion at the Firestone Rubber and 
Latex Products Co. of Fall River, 
Mass. Paul R. Anderson, who has 
been on the comptroller’s staff of 
Firestone Tire and Rubber Co. in 


Check these great LUMITE c 


Briat 


Akron, has been appointed String’s 
successor at the Fall River plant. 
* o +. 


Kansler, Rolph Appointed 
Auto Consultants by NSRB 


Ernest C. Kanzler, a key execu- 
tive of the War Production Board 
during World War II, and Samuel 
W. Rolph, executive vice-presi- 
dent of Electric Storage Battery 
Co., Philadelphia, have been ap- 
pointed consultants to the auto- 
motive division of the National 
Security Resources Board, it was 
announced in Washington. 

Kanzler’s duties with WPB 
early in the war included full 
responsibility for converting the 
automotive industry from peace- 
time to wartime production. In 
1942-1948, he was director-general 
for operations of WPB. He is 
now chairman of Universal C.1.T. 
Corp. and is a member of the 
boards of Bendix Aviation Corp. 
and Dearborn Motors Corp. 

Relph, who will be assisted by 
L. E. Wells, chief engineer of the 


Co., will advise the automotive 
division on the many storage 


and satisfied customers. 


in winter. 
Insist on LUMITE when 


for further information 
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FOODPROOF! 


That’s why seat 


covers of LUMITE seit 
and sell and seli! 


Everywhere dealers are discovering 
there's nothing like LUMITE woven 
plastic fabric for quick, easy sales 


It's so easy to clean LUMITE be- 
cause it can’t absorb any stain, food, 
grease, ink, lipstick or alcohol. It's 
not even affected by battery acid! 

And it’s tough, virtually scuffproof 
+ + + Won't stretch, “cup” or sag. It's 
more comfortable, too, because it's 
woven, lets air circulate freely so 
it's not sticky in summer nor clammy 


seat covers from your supplier. Write 


samples to LUMITE DIVISION, Chico- 
pee Manufacturing Corp., 
Street, New York 13, N. Y. 
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battery problems in connection 
with its mobilization planning. 


Charlton Promoted to Head 
CIT’s New York Division 


Appointment of George E. Charl- 
ton as vice-president of Universal 
CIT Credit Corp., financing sub- 
sidiary of CIT 
Financial Corp. 
and head of the 
company’s New 
York division, has 
been announced. 

He will direct 
and supervise the 
operations of 
Universal CIT’s 
branch office and 
field personnel in 
the greater New 
York area, as far 





Geo. E. Chariton 
north as Poughkeepsie and in near- 


by Connecticut. Charlton started 
with the company as sales repre- 
sentative in 1931 and since then 
has held successive positions of in- 
creasing importance. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 
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following advertised delivered prices '—4-dr, sed., $1,544.25; 2-dr. sed., $1,- 
486.25; club cpe., conv., $1,872; 


do 
eq t. 


BUICK—Spectal 


$1,861; 2-dr. 
—4-dr. sed., 
conv., 


$3,203; stat. 


15—4-dr. sed, 
sed., $5,053; 


perial, $4,922. 


'—Stylemaster 
$2,371; 2-dr. sed., $1,313; spt. cpe., $1,323; | 8¢4., _ $2,335; 
cpe., $1,244; eh TM, ‘sed. | $1,893. 
$1438, 2-ar. sed., od, $1,381; spt. cpe., $1,402; 
013; Flestline 


conv., $1,750; 


wag., $2, 
—4-dr. sed., 51403: sed. cpe., $1,434, 
YSLER— “6”_4-dr, sed., 
980.25; 2-dr. sed., $1,932.75; 7-pass, sed., 
$2,404.50; lim., $2,630.75; club cpe. 
3.50; Windsor 


CHR 

958.25; bus. 
4-dr. sed., 
7-pass, sed., 


charges ont we te optional 
» 8 » or 
aipmen: 


Series 40—4-dr. 
sed., $1,787; Super Series 50 
$2,192; 
$2,624; stat. wag., 
Series 70—(Dynafiow standard)— 
4-dr, sed., $2,782; 2-dr. sed., $2,661; conv., 
wag., $3,797. 
0c sa C~ aoe 61—4-dr. 
; club cpe., $2,840; Series 62—4-dr. 
$3, 105, club cpe., 
Series 60 Special—4- 


(5-pass. ) 
7-pass, 


2-dr, 


$3,019; conv., 
dr, 


$4,833; 
Imperial, 
9-pass. bus. cpe., $4,733; 9-pass. bus, Im 


045.50; 2-dr. sed., atts 
$2,459; lim., $2,585. 





sed., 


sed., 
cpe., 


sed., $2,092; 


$3,229; Road- $2,194. 


sed., = 
$3,009; 
; Series 


7T-pass. 
$5, as: 


dr, sed., 
cpe., 


bus. 
$1,911.50; 


—— 4-dr. sed., 


$2,651 
DODGE— 


$1,- 


$1,- 
degre 


50; ‘club 


75; 


$1,808.25; 
$1,718.75; OCustom—4 
sed., 


sed., 


New Yorker 


lim., 
50; conv., 


2-dr. sed., $1,696 


ae sed. 
$1,892; Sune : 
794; conv., $2,209. 


a8. $2,446.25; 2-dr. sed., $ 

$2,419.75; conv., $2,850. 
$ 319. 75; Town & Country ot , $3,430.25 
Crown 


* — 7-pass, 


711.75; lim., $4,816.75. 
CROSLEY — 2-dr. 
conv., $959; stat. wag. 
Deluxe—4-dr. sed., $1, ae fs 

club cpe., 


deluxe sed., 


, $991. 


$2,461.50; 
$2,315.75; 


bus. 


epe., 


cpe., $2,024.50; conv., $2,439.25; bus, cpe., 
$1,908.75; Traveler 4-dr. 


$2,187.75; 


Saratoga ‘8’’—4-dr. sed., $2,321.25; 2-dr. 
$2,284.25; club cpe., $2,294.75; bus. 


“g"4-r. 


; bus, 


cen aes club 
5 aS : 


sed., $4,- 


$1,836 


sed. 
$1,879. 75; sean 


$959; 


50; 
“* 


club cpe., 
Suburban, 


7 sed., $1,738.25; 


$1,606.50; 


$1,807.75; town sed., 
$2,199; club cpe., $1,- 


FORD—Six—4-dr. sed., $1,473.50; (V-8, 
$1,560); 2-dr. sed., $1,425 (V-8, $1,511.50) ; 


club ecpe., $1,416.50 (V-8, $1,524); bus. 


cpe., $1,252 (V-8, $1,433.50); Custom Six— 


4-dr. sed., $1,591.50 (V-8, 


$1,665.50); 2-dr. 


sed., $1,538 (V-8, $1,617); club cpe., $1,529 


(V-8, $1,613.50) ; 


conv., 


$1,886 (V-8, $1,- 


965.50); stat. wag., $2,119.50 (V-8, §$2,- 
264.50). 


FRAZER—4-dr. sed., $2,482.77; Manhat- 


tan—4-dr. sed. 


HUDSON—Super 
222.25 (8-cyl., $2,343); 


bus. cpe., $2,069; conv., 
“@’>_4-ar, 


» $2,746.11 


“6""—4-dr. sed., =: 
171.25; club cpe., $2,219 (8-cyl., $2,339. 75); 
Commo- 


sed., 


$2,835 
"$2,398.50 (8-cyl., 


2-dr. 


sed., 


$2,514); club cpe., $2,374.25 (8-cyl., 


489.75); conv., $3,056.75 (8-cyl., 


$3,137.75). 


KAISER—Special—4-dr. sed., $2,244.37; 
Deluxe—4-dr. sed., $2,407.11. 
LINCOLN — 4-dr. sed., $2,680.50; spt. 
cpe., $2,633; conv., $3,117; Cosmopolitan— 


4-dr. spt. 


$3,344; spt. cpe., $3,291.50; conv., $4,054. 
MERCURY—4-dr. sed., $2,116; spt. cpe., 
wag., 


$2,084.50; 


$2,820.50. 
NASH—600 Super—4-dr. sed., $1,832; 2- 
dr. sed., $1,807; sedan cpe., $1,829; Am- 


conv., 


$2,536.50; 


stat, 


sed., $3,344; 4-dr. town sed., 


bassador Super—4-dr. 


sed., 


sador Custom—4-dr. sed., 


Current Prices on New Automobiles 


sed., 





2-dr. 
$2,254; sedan cpe., $2,275; Ambas- 


$2,279; 


$2,489; 2-dr. 


sed., $2,464; sedan cpe., $2,485. 


OLDSMOBILE—Series 76 Standard—4-dr. 
d., $1,864; 4-dr. town sed., $1,853; 2-dr. 


sed., $1,790; club cpe., $1,764; 


conv., $2,- 


180; Series 76 Deluxe—4-dr. sed., $2,006; 
4-dr. town sed., $1,995; 2-dr. sed., $1,932; 


club cpe., $1,905; Series 98 


Standard— 


(Hydramatic standard)—4-dr. sed., $2,542; 


2-dr. sed., $2,468; 


Series 98 Deluxe— 


(Hydramatic standard)—4-dr. sed., $2,636; 
2-dr. sed., $2,562; conv., $3,015. 


PACKARD — 


Eight — 4-dr. 


sed., $2,275 


(deluxe, $2,543); 2-dr. sed., $2,250 (deluxe, 
$2,517); stat. wag., $3,245; Super Eight— 


4-dr. 


sed., $2,827; 2-dr. sed., 
$3,250; 7-pass. sed., $3,500 (deluxe, 


$2,802; conv., 
$3, ~ 


850); 7-pass. lim., $3,650 (deluxe, $4,000); 
Custom 


sed., $3,700; conv., 


Eight—4-dr. 


sed., 
$4,295; 7-pass. 


$3,750; 2-dr. 
sed., 


$4,704; 7-pass, lim., $4,868. 


PLYMOUTH — Deluxe — 4-dr. sed., 
455.50; 2-dr. 
$1,424; bus. cpe., 


sed., 


$1,397.50; 
$1,360.75; Special Deluxe 


$1,- 
club cpe., 


bus, cpe., $1,454.75; stat, wag., $2,082.75. 
PONTIAC—Torpedo ‘‘6’*—4-dr, sed., $1,- 


641 (deluxe, $1,731); 
$1,614 (deluxe, $1,704); spt. cpe., 
bus, cpe., $1,500; 
; Torpedo “8’’ — 4-dr. sed., 


sed. cpe., 


$1,552 (deluxe, $1,641); 


conv., $2,025 


$1,689 (deluxe, $1,778); 2-dr. sed., 


2-dr. 


sed., $1,583; 


$1,630; 


sed. cpe., $1,661 (deluxe, $1,751); spt. cpe., 
$1,599 (deluxe, $1,689); bus. cpe., $1,553; 
treamline 


conv., $2,072 


r ‘‘6’’—4-dr. sed., 


$1,727 (deluxe, $1, 817); sed. cpe., $1, 677 


(deluxe, $1, 766) ; 
luxe, $2,442); 


$1,775 Toei $1,864); 
(deluxe, $1,814); stat. 


luxe, $2,490) 


STUDEBAKER—Champion Deluxe—4 
sed., $1,635.50; 2-dr. sed. tae spt. 
cpe., $1,630; bus, cpe., ; Champion 

Deluxe—4 


Regal 

$1,677.50; 
$1,609; conv., 
luxe—4-dr. 
924.75; 


856.25; 


wag., 
: Streamliner «g??__4. dr. sed.. 
sed, cpe., $1,724 
wag., $2,412 (de- 


$2,374 (de- 


-dr. 


-dr. sed., ‘$1, 709: 2-dr. sed., 


059.50; 
sed., $1,956.25; 2-dr. sed., $1,- 


spt. cpe., $1,951; bus. epe., 


= Soret 2-dr. sed., 


bus. 


$2. pabort es 


cpe., $1, 977. oe 
Sad cruiser, ‘$2, 264.7! 


spt. cpe., $1, 703.75; bus. aoe. 
Commander 


$1. - 
Deluxe — 4-c<ijr. 
$2,045.75; spt. 
conv., 


WILLYS-OVERLAND — apie was., $1,- 
peg ttt " sed., $1,991.72; Jeepster conv., 


$1,885. 
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Used-Car Notes... 


Real Selling Seen U.C. Slump Solution 


PITTSBURGH. — There are two 
points of view among new and used- 
car dealers in this district regard- 
ing operations. The first is that the 
market slump can be overcome in- 
dividually by real selling. The other 
view is that despite good selling, 
the effect of Regulation W cannot 
be overcome, 

The first group of dealers says the 
lesson American business leaders 
have been talking about for months 
is coming true: “You'll have to 
learn to sell to make a real profit.” 

Says the second group: “Regula- 
tion W has cut business over 50 per- 
cent in the middle-class market, The 
people who have the money have 
cars, and the majority of people 
who want cars are on a budget, can 
make the downpayment but can’t 
quite make the monthly payments.” 

A check of used and new-car 
dealers in Pittsburgh’s area shows 
there are as many differences of 
opinion on selling used cars as 
one might expect anywhere in the 
country. Many of these dealers 
are expecting a change of events 
to better their business. 

Said one dealer: “There’s no 
profit in '46, ’47, '48 Chevrolets or 
Plymouths.” Another declared: 
“Take out a brand new Chevrolet 
and you will make $150 to $200; but 
you can’t do it with a Hudson, 


Studebaker, Packard . .. with any 
big car.” 
Said a third: “When you get 


ready to make a deal, a lot of cus- 
tomers balk ... walk out. Today, 
there’s no extra money. A man can’t 
afford to pay $2,000 for a car if he 
makes $75 a week, has a family of 
two.” 

One trade observer pointed out 
that city dealers meet many differ- 
ent kinds of people who are just 
“shopping” and feel they still have 
a chance of getting their price if 
they “hit” the right dealer. 

“Naturally they are hard to 
sell,” he said. “When they walk 
in their mind is made up to buy; 
when they walk out they are un- 
decided about the monthly pay- 
ment.” 

In the outlying areas, however, 
where prospects are less inclined to 
bargain, the effect of real selling is 
reportedly easier to see. 

Dealers suffering drops in retail 
sales attribute it to: 1, Regulation 
W; 2. A more than normal seasonal 
fall in the market; 3. Press reports 


| that used-car prices may fall; 4. 


Showings of ’49 models, 

One experienced used-car opera- 
tor said frankly: 

“I don’t think a dealer in the city 
who has any overhead is making 
any money. Our sales don’t meet 
our overhead, At the rate we are 
going, a farther drop is expected. I 
don’t know how long it will keep up.” 

Only in the better neighborhoods 
was there a dealer putting $60,000 
into a car inventory and waiting 
three months for an expected mar- 
ket upturn, 

Established dealers in elite sub- 
urbs report retail used-car sales of 
late models up 40 percent. They say 
new-car prices have risen so much 
new cars are easy to get, and that 


condition has driven used-car prices 


in the better areas down, 

A light cross-section of five 
questions revealed, first, a good 20 
to a 50, 75, even 90 percent drop in 
sales in the past six weeks among 
dealers catering to the average 
working man. Second, wholesale 
in the same areas is off 25-50 per- 
cent; many dealers don’t whole- 
sale because of small profits. 
Dealers who do wholesale say the 
trend parallels the retail market. 

Third, prices are falling; some 
have dropped $200; late models 


haven’t moved. Fourth, most deal- | 
1, “Taking | 


ers in these areas are: 
the drop”; 2. “Taking anything rea- 
sonable,” and 3. “Selling usually for 
less than we ask.” 

Fifth, the unanimous opinion is 
that prices have fallen far enough; 
a rise is expected by Feb. 15-March 
15 at the latest. 

“Finally,” said one dealer, “cus- 
tomers today are harder to find. It 
costs so much money to bring them 
into your place you had better sell 
them when they come. You don’t 
know how soon you will get another 
one.” 


- + * 
Maner Elected President 


Of Lubbock (Tex.) Group 


LUBBOCK, Tex.— The Lubbock 
Used Car Dealers Assn, at a meet- 





ing here elected Otis Maner presi- 
dent to succeed Chester Hubbard, 
who was named area director in 
the state association. 

Other officers chosen were Dale 
Robbins, vice-president, and H. C. 
Poindexter, secretary-treasurer. 

* * + 


Moffatt Heads Up Assn. 


Of Tucson Operators 

TUCSON, Ariz.—Formation of the 
Tucson Used Car Dealers Assn. has 
been reported here. The group is 
composed of 21 of the city’s 34 
licensed operators. 

J. H. (Curly) Moffatt was elected 
president of the new group. Irving 
I, Feldman was elected vice-presi- 
dent and Robert Burns, secretary- 
treasurer. The executive committee 
includes the three officers and Bob 
Roberts, Dave Emanuel, Ray Har- 
ris, Jake Silverman and Bill Lisle. 

+ * 


Wade Elected President 


Of Florida Association 


MIAMI, Fla.—O. B. Wade, a 
used-car dealer here for 14 years, 


has been elected president of the 
Florida Used Car Dealers Assn., 
succeeding W. B. Patterson of 
Jacksonville. 

The convention, at Tampa, was 
told by Carl E. Marker, president 
of the national association, “The 
honeymoon is over. Before long 
you will find cars only one or two 


years old on your lots.” 
* * * 


Avlon Elected Head 
Of Ohio Association 

COLUMBUS, O.—Harry Avlon of 
Dayton has been elected president 
of the Ohio Used Car Dealers Assn. 
at a meeting here. 

Other officers are R. Brescoll, 
Bowling Green, vice-president; I. 
Rubin, Cleveland, treasurer, and 
I. L. Horn, Cincinnati, secretary. 


Burns Buys Control 


Of Girdler Motors 


Controlling interest in Girdler Mo- 
tors, Int., Louisville, has been sold 





THE LATEST THING IN UNDERPASSES—An 


Air France Constellation taxis over the world's 


first roadway underpass built to permit simultaneous movement of aircraft and surface 


vehicles, at New York International airport. 


Underpass is built to support two taxiway 


bridges, each capable of sustaining 300,000-pound planes.—(Acme photo.) 


to William M. Burns, it was an- 
nounced. The interest was bought 
from Walter Girdler jr. and Armin 
Willig. 

Burns, who was elected president 
and general manager by the board 





of directors, said that the firm, 
which is operating in a new build- 
ing at 2410 Bardstown Rd., will con- 
tinue under the same name for the 
time being with no change in per- 
sonnel. 





“Christmas brings families and friends 
closer together” 


You have to see it to believe it! It makes 


even one of Cecil B. DeMille’s mob scenes 
look like the social hour at a church supper. 
And it’s not a one-time performance; it’s like 
this day after day, from long before Thanks- 
giving right up through the day before 
Christmas! 

Here at The Boston Globe we love crowds! 
Even if we have to walk in the middle of 
the street when we’re anywhere near the 
downtown shopping district, dodging 
mounted policemen and traffic control 
sound trucks, we think it’s fine. And why 
not? It’s the best possible indication that 
our paper is paying off for Boston depart- 
ment stores who gave The Boston Globe 
665,000 more lines of advertising during 
the first 10 months of 1948 than in 1947, al- 
most twice as much as all other Boston 
newspapers combined! 


The Boston Globe 


MORNING e 


National Representatives: Cresmer & Woodward, Inc.. New York. San Francisco, Los Angeles Osborn. Scolaro, Meeker & Co.. Chicago, Detroit 
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Pseason'’s Greetings 
But department stores are not the only 
Globe advertisers who are attracting crowds 
...who are making this one of our merriest 
Christmases yet. For example, The Globe’s 
total advertising linage is up 7%, hotel and 
resorts up 24% and transportation up 12%. 
Obviously there’s a reason for these spec- 
tacular gains. And it’s simply this: more 
and more advertisers, national and local, are 
finding out that The Boston Globe can do a 
job for them in the $2,000,000,000 Greater 
Boston Market. 
If you, too, “love 
crowds”, you'll do 
well to concentrate 
your advertising in 
The Boston Globe 
in 1949! 
EVENING e SUNDAY 
ae 











Used Car Auction Prices 


AUTOMOTIVE NEWS, DECEMBER 20, 1948 


(Eprror’s Notre: While we try to eliminate wrecks from all of these 
listings, occasionally some get by us. So if the ores is 


low, the car is probably damaged. If the price is 


abnormally high, 


the car is probably loaded with extras). 


DENVER 


(Denver Auto Auction, Inc., Littleton, 
ae Jack Layton and Harold Henry, 
Sale every Tuesday. Prices are 
partial listing of sales Dec. 7.) 
( slower but market active.) 
we ain, RM 4-dr., $1,730. °41 Cen- 


OLET 48 FM club 205 
a clu , $2,205; 

$1736, Siere: 

dr., $856." °36 


half-ton pickup (4-speed), 
"42 +4. 1, | “ae 
CHRYSLER—'41 Royal 4-dr., $945. 
DeSOTO—'37 2-dr., $315. 
DODGE — ‘46 4-dr. (taxi), $1,310. 
(Army) carry-all truck, $345. 
FORD—'47 SD (8) 4-dr., $1,550. '39 
amMo—'4 balf-ton ickup (4-speed), $1,540. 
- pickup -8 ° 
HUDSON—’48 Commodore 4-dr., | $2,125; 
Super Six 4-dr., 
"47 


$2,055. 
¥—'49 ‘club coupe, 
’46 (76) club sedan, $1,415. 
$660. "34 


"42 


$1,700. '46 4-dr., 


somite — 
PLYMOUTH—'40 club coupe, 
2-dr., $115. 
PONTIAD—"46 (6) 2-dr., $1,375. 


4-dr. 
INDIANAPOLIS 
(Ken Schaefer’s Auction. Sale every 
Thursday. Prices are partial listing of 
sales for Dec. 9.) 


"40 (6) 


BUICK—’47 Super 2-dr., $1,850, 
oa 4-dr., $740. ‘39 2-dr., $600; 


. 


$1,800. 
4-dr., 


CADILLAO—'46 (61) 2-dr., $2,180. 


—"48 FM 4-dr., $1,990; FL 
, $1,950; FM 4-dr., $1,860; SM club 


saath $1,500; 1-ton pickup, $1,825. ‘47 

FL 4-dr., $1,640; FM 2-dr., $1,425; 8M 

‘a's si,350 as700 ‘6 7M « “Fao, aio, 
coupe 5 y 

$685, . ‘40 2-dr., $725. ™ 

$625, $400. °'38 coupe, $316. 37 oe 

$260. ‘36 2-dr., $310, $90. 


CROSLEY—’47 2-dr., $365. 
DODGE—'48 club coupe, $1,900. 


"47 4-dr., 
$1,545; club coupe, $1,575. °'46 club 
coupe, $1,360; 4-dr., $1,305. ‘39 coupe, 

"38 $190. ‘37 2-dr. $230. 


$400. coupe, 

FORD—'49 (8) 2-dr., $2,015, $2,010; 
2-dr., $1,900; half-ton panel, $1,525. '48 
(8) ‘-dr., $1,605; 2-dr., $1,520; (6) 2- 

, $1,450, $1,400; half-ton pickup, $1,- 

$1,500. °47 2-dr., $1,390, $1,350, 

ati, 46 2-dr., $1,235; (6) 2-dr., $1,- 
41 2-dr., $675, $500. ‘39 4-dr., 

$460, $200. °38 2-dr., $380, $200. '37 

2-dr., $580, $150; Batf-tcn Pickup, $305. 


'36 2-dr., 2-dr. 4- 
$100. "32 (B) “coupe, $135. 


*30 ‘pickup, 
$60. : 
HUDSON—’48 4-dr., $2,045, $2,000. '46 
2-dr., $1,125. 
KAISER —'47 o -dr., sees ,330, $2,625 
MEROCURY— station wagon, y 
NASH—'47 4-dr., $1,100. 





OLDSMOBILE—’48 (98) 4-dr., $2,600. '46 
4-dr., $1,500; (78) 4-dr., $1,400. ‘41 
2-dr., $740, $550. ‘39 coupe, $455. 

PACKARD—’48 station wagon, $2,150. 

PLYMOUTH—’48 4-dr., $1,840. ‘47 2-dr., 
$1,425; (taxi) 4-dr., $1,070. ‘46 2-dr., 
$1,235, $1,040. ‘42 club coupe, $825. 
"41 4-dr., $800. °40 2-dr., , $555. 
"39 4-dr., $340; 4-dr., $235. ‘38 4-dr., 
is ‘37 2-dr., $170. ‘36 coupe, $190, 


PONTIAC—’48 2-dr., $2,350; conv., $2,125; 


4-dr., $2,100; station wagon, $2, 635. 46 
2-dr., $1,350. ‘41 club coupe, $810; 4- 
dr., $595. °'40 2-dr., $645. 
—_— Champion 4-dr., $1,- 
WILLYS — '48 Jeepster, $1,470; station 
bd $1,300; Jeep, $795. ‘47 Jeep, 


(Concord (Mass.) Auto Auction, Inc. 
Sale every Monday and Friday. Prices are 
for sale of Dec. 3-6.) 


BUIOK-'48 Super sedenctee, ‘te $2,2 "32, 
—_ juper anette, $2,240, $2,- sedan, $575. °'41 half-ton panel, $425. 
325; = —_ 7 notte, | $2,550. 47 Special 37 staan, $335. - 
sedane uper sedan, +700. 
rt cup gus, 820; sedan, $0; Sedan | E> gdnegunsioh” sane: ap Mada 
$1,750, $1, 700; Custom’ (8) club coupe, 
CHEVROU ST 45 baltic” $1 30, $2,000. "'48 SD sedan, $1,285; %-ton 
$1,580, $1, 590, $1,575 $1.6 625, $1,550; 2- pickup, $1,300. ‘47 SD club coupe, $1,- 
ton cab and chassis %-ton = 315. '46 SD sedan, $1,190, $1,120, $950, 
up, $1,625; FL en 6 ‘at $1-800, | $2,075, $1,100, $1,135; Deluxe sedan, $1,- 
$1,850, $1,700; FM station wagon, $1,780. s00): ‘at $1,050, $1,078... 41 > pr 5650, 


"47 half-ton panel, $1,000; SM sedan, 


$1,275, $1,235, $1,300; half-ton pickup, $625; business coupe, $725; sedan, $700, 


$1,125; FM sedan, $1,450. ‘46 SM se-| $525, $600, $610. °36 sedan, $350, $415 
dan, $1,260; FM sedan, $1,185, $1,275; | _ 95 Sport coupe, $475. 
balt-ten’ pickup, $825. ''42° MD sedan, | MERCURY—'46 sedan, $1,150. 
$775, $800. °'41 SD sedan, $750, $640, | NASH—’47 (600) sedan, $1,235, 
’38 | OLDSMOBILE—’47 (98) conv., $1,950. ‘42 


$800; club coupe, $775, $875, $895. 
sedan, $525. (66) sedan, $800. 


$5: (98) sedanette, $800; 
DODGE—’47 Custom sedan, $1,650. , 00. 


"4 *39 sedan, 













“Give us the magazine that reaches 
the most of our good customers,” 


— say automotive dealers. 
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No other magazine reaches so many 
of the better farm families 
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Farm Journal 


BIGGEST—in the country 


WITH 2,700,000 SUBSCRIBER FAMILIES 


FARM JOURNAL, INC. GRAHAM PATTERSON, PRESIDENT 


also publishers of PATHFINDER — AMERICA’S 2nd LARGEST NEWS MAGAZINE 


Average Used Car Prices 


(Compiled by Automotive News) 


Nov. 
1948 


$2,239 
1,697 
1,466 


Oct. 
1948 


$2,349 
1,812 
1,548 
902 973 
843 874 
730 7 


$1,383 


Dec. 1948 
(to date) 


(The above figures are averages of vsed car auction prices, all 
makes and models, carried regularly in Automotive News.) 





PACKARD—’41 Clipper sedan, $600. 


PLYMOUTH—’48 SD sedan, $1,825; club 


coupe, $1,900, $1,875. °47 SD sedan, 
2 at $1,475. °'46 club coupe, $850. "41 
SD sedan, $775. 


PONTIAC—’48 SL (8) sedan, $2,050, $2,- 
210. °'46 Torpedo (8) sedanette, $1, 350. 
e505. (6) sedan, $925. ‘38 sedan, $575, 


ee 48 Champion sedan, $1,- 
WILLYS—’49 Jeepster, $1,650. 
$750. 


LOS ANGELES 


(California Auto Dealers Wholesale Auc- 
tion, Sales twice-weekly, Tuesday and 
Thursday. Prices are partial listing for 
sale of Dec, 7.) 

(Market shows volume and prices hold- 

ing with past few weeks. Good clean 

units are scarce at new low prices. 

Premiums on new-used units disappear- 

ing fast. Prices dropping to list and 

under. Sold 41 cars out of 203 offer- 
ings.) 

BUICK—’47 Super 4-dr., $2,095. °41 Spe- 
cial sedanette, $1,180. °'38 Special 4-dr., 

750. 


CADILLAC—’41 (61) sedanette, $1,550. 

CHEVROLET—’48 FL 2-dr., $2,035. °47 
FM 4-dr., $1,580; club coupe, $1,700; SM 
club coupe, $1,555. °46 FM 2-dr., $1,340; 
club coupe, $1,545; 4-dr., $1,450. °41 SD 
4-dr., $1,125; business coupe, $925. °39 
2- dr.” $710. ‘'38 business coupe, $580. 

FORD—’48 SD (6) club coupe, $1,580. '47 
SD conv., $1,505; 4-dr., $1,460. ‘46 SD 
club coupe, $1, 400; 4-dr., $1,270, $1,370, 
$1,375, $1,350. "41 coupe, $880. "39 
business coupe, $450, $535. ‘37 2-dr., 


$270, 
$1,285; (600) 4-dr., 


$260. 
ne (600) 4-dr., 
1,115. 
OLDSMOBILE—’41 (78) 4-dr., $825. 
PLYMOUTH—SD 4-dr., $1,500; club coupe, 
$1,650. ‘46 SD 4-dr., $1,470. ‘41 club 
coupe, $960. 
PONTIAO—'47 (8) sedanette, $1,895. ‘46 
(6) sedanette, $1,675. ‘37 '2-ar., $275. 
STUDEBAKER—’416 Champion 4- ar., $1,- 
200. °42 Commander 4-dr., $945. "40 
Champion 4-dr., $690. 


LOUISVILLE 


(Auto Auction Sales, Auction every Tues- 
day. Prices are for sale of Dec, 7.) 
(Gain with greater retailing and whole- 
sale. Sold 62 out of 123 offerings.) 


'46 Jeep, 


BUICK—’48 RM sedan, $2,475. ‘41 sedan, 
$680. 

CADILLAC—’41 (62) sedan, $1,365. 

CHEVROLET—’48 FM sedan, $1,905. °47 
SM sedan, $1,450. °42 sedan, $950. ‘41 
sedan, $1, 055, $690. 40 sedan, $730, 
$635, "$520. 

CHRYSLER—’41 sedan, $810, $580. 

DODGE—’47 sedan, $1,410, $1,275. 

FORD—’49 Custom sedan, $2,090, $2,025, 
$1,905. °47 SD sedan, $1,285, $1,050, 
$1,045, $1,030. '41 sedan, $730, $650, 
$590. '40 sedan, $685, $440. ‘39 sedan, 
$625, $505, $380. 

HUDSON—'46 Super sedan, $995. 

OLDSMOBILE—’'41 sedan, $1,080. 

PLYMOUTH—’46 sedan, $1,075. ‘39 se- 


dan, $325. 
STUDEBAKER—’41 sedan, $675. 


ALBANY 


(Tim Anspach’s Dealer Auto Auction. 
Sale every Monday. Prices are for sale of 
Dec. 6.) 

(Market shows settled on more even 
basis. Lots of buyers and a good sale. 
Sold 38 units out of 67 offerings.) 


BUICK—’40 Century 4-dr., $700. 

CADILLAC—'46 (62) 4-dr., $2,120. ‘41 
(62) 4-dr., $1,200. 

CHEVROLET—’47 FL aerosedan, $1,610, 
$1,700. ‘46 SM club coupe, $1,340. ‘41 
MD 4-dr., $810. 

CHRYSLER—’47 Windsor 4-dr., $1,975. 

DeSOTO—’48 Custom 4-dr., $2,325; club 
coupe, $2,300. ‘46 Custom 4-dr., $1,400. 


DODGE—’47 Custom 4-dr., $1,600. 

FORD—'49 Custom (8) club coupe, $2,035; 
2-dr., $1,900, $2,000. '48 SD 2-dr., $1,- 
520; half-ton pickup, $1,570. '47 8D 2- 
dr., $1,310, $1,340; conv., $1,460. 37 
Deluxe business coupe, $200. 

HUDSON—’48 Super Six 4-dr., $2,050. 
Super Six 4-dr., $870. 

MERCURY—’49 2-dr., $2,280. ‘'46 club 
coupe, $1,200. 

NASH—’48 Ambassador conv., $2,025. 

OLDSMOBILE—’48 (76) club coupe, $2,025. 

PLYMOUTH—'48 SD 2-dr., $1,690. '46 
SD 4-dr., $1,050. 

PONTIAC—’48 (8) 4-dr., $2,090; (6) 4-dr., 
$2,005. ‘'46 (8) sedanette, $1,480; (6) 
sedanette, $1,470. ’40 (6) 2-dr., $460. 

STUDEBAKER—’47 Champion 4-dr., $1,- 
530; Commander 4-dr., $1,580. ‘40 Com- 
mander 4-dr., $570. 

MISCELLANEOUS—’ 37 GMC half-ton pick- 
up, $110. 


OKLAHOMA CITY 


(Oklahoma City Auto Auction. A. L. 
Pollock, manager. Sale every Wednesday. 
Prices are for sale of Dec. 8.) 

(Market shows all cars lower in price. 

Sold 85 out of 277 offerings.) 


46 


BUICK—’48 RM sedanette, $2,610. ‘47 
Super conv., $2,100; 2-dr., $1,805. ‘46 
2-dr., $1,600. ‘42 4-dr., $800, $1,000, 
$685. ‘40 4-dr., $610. 

CADILLAC—'48 (65) 4-dr., $3,700. 

CHEVROLET—'48 FL 2-dr., $2,000, $1,905, 
$1,900; half-ton pickup, $1,700. |’47 SM 
2-dr., $1,410, $1,595; FL 2-dr., $1,660; 
FM 4-dr., $1,555, $1,325; FM 4-dr., $1,- 
280, $1,385. °42 FL 2-dr., $1,060. ‘41 
2-dr., $630, 4-dr., $775. 


CHRYSLER—'47 Town & Country conv., 
(Continued on Page 25, Col. 1) 
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Used Car Auction Prices 





(Continued from Page 24) 


$2,000; Windsor 4-dr., $1,900. 
$1,700, $1,600. ‘39 4-dr., $250. 

DODGE—’47 4-dr., $1,475; half-ton pickup, 
$1,125. ‘46 2-dr., $1,320. "38 coupe, 
$335; 2-dr., $590. 

FORD—’49 (8) 2-dr., $2,065, $2,155, $2,- 
150, $2,000; club coupe, $1,975. °48 SD 
2-dr., $1,700; 4-dr., $1,400. °47 (8) 2- 


46 4-dr., 


dr., $1,355; club coupe, $1,430; 4-dr., 
$1,270. 
FRAZER—’47 4-dr., $1,600, $1,240. 
HUDSON — ’'48 4-dr., $1,850. ‘47 2-dr., 


$1,155. '46 4-dr., $1,050. 


LINCOLN—’48 Continental club coupe, $2,- 
100. °'39 4-dr., $500. ‘37 Zephyr 4-dr., 


$275. 

MERCURY—’49 2-dr., $2,600; club coupe, 
$2,600, 48 4-dr., $1,800. "46 «club 
coupe, $1,490. ‘41 4-dr., $955. 

NASH—'46 4-dr., $775. 

OLDSMOBILE—’48 club sedan, $2,750. 
(98) 4-dr., $1,730. ‘41 4-dr., $525. 
2-dr., $250. ‘37 4-dr., $350, $345. 

PLYMOUTH—’48 4-dr., $2,000, $1,910, $2,- 
910, $2,050, $1,750, $2,155. °46 coupe, 
$1,160, $1,055, $1,240, $1,300. ‘41 2-dr., 
$525, $710, $725; 4-dr., $470, $400, $660. 
"31 coupe, $150. 


"47 
"39 


PONTIAC—’48 SL 2-dr., $2,480; station 
wagon, $2,500. ‘47 (6) conv., $1,850. 
"46 2-dr., $1,300, $1,425, $1,450. °'40 
2-dr., $700. 


STUDEBAKER — ’49 2-ton truck, $1,525. 
’48 2-dr., $1,920; 1%-ton truck, $1,610; 
1-ton pickup, $1,510. °47 2-dr., $1,620, 
$1,410, $1,405, $1,400. 

MISCELLANEOUS —'48 GMC half-ton 
pickup, $1,630. ‘41 International half-ton 
pickup, $575. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Tuesday. Prices are listing for sale of 
Dec. 7.) 

(Great demand for new cars in Chev- 


rolet, Ford and Pontiac lines. Other 
makes slower. Sold 70 cars out of 99 
offerings.) 


BUICK—’49 Special 4-dr., $2,590; Super 
sedan, $3,260. ‘46 Super 4-dr., $1,595. 


CADILLAC—’48 (61) 4-dr., $3,610. *47 
(62) sedan, $2,875. 
CHEVROLET—’48 FL 2-dr., $2,350, $2,- 


300, $2,250, 2 at $2,185; FM 2-dr., $2,- 


090, $2,110, $1,995, $2,155; SM 2-dr., 
$2,015, 2 at $2,050, $1,915. ‘47 FM 
4-dr., $1,775, $1,750, $1,760. ‘46 SM 
2-dr., $1,360, $1,500, $1,285, $1,315, 


$1,185. 
CHRYSLER—’46 Windsor 4-dr., $1,565. 
DODGE—’48 Custom 4-dr., $2,400, $2,415, 


$2,100. °47 Custom 4-dr., $1,520, $1,495, 
$1,615. °41 Deluxe 4-dr., $670. 

FORD—’49 Custom 4-dr., $2,310; 2-dr., 
$2,175, $2,280, $2,100, $2,275, $1,990. 
’48 (British) 2-dr., $1,420; SD 4-dr., 
$1,425, $1,640, $1,745. 47 SD 2-dr., 
$1,450, $1,470, $1,510. 

HUDSON—’49 Commodore (8) 4-dr., $2,- 


140. 
KAISER—’47 Special 4-dr., $1,210. 
MERCURY—’49 sedan, $2,675, $2,540. 
OLDSMOBILE—’48 (98) 4-dr., $2,870. 
(98) 4-dr., $1,920. 
PACKARD—’46 Super 4-dr., $1,510. | 
PLYMOUTH—’48 Special 4-dr., $2,065; 2- 


California Lays 


’47 








Legal Plans for 
Bigger Auto Role 


SACRAMENTO, Calif.—Plans are 
being made by the State Motor Ve- | 
hicle Advisory board for the day 
when California will be the motor 
capital of the West. 

Thomas Maloney, chief of the 
registration division of the State 
Department of Motor Vehicles, told 
the board he had been told by De- 
troit acquaintances that California 
in the next few years will become 
the automotive center for 11 west- 
ern states, with vast assembly lines 
located here. 

Urging the board to lay the 
groundwork for such an eventual- 
ity, Maloney suggested study of 
“driveaway plates,” temporary li- 
cense plates used to transport the 
vehicle from factory to another lo- 
cation. Under California law it 
would be necessary to pay the full 
license fee for such a vehicle. Ma- 
loney proposed that perhaps a tem- 
porary plate at a fixed $5 fee could 
be arranged. 

The advisory board voted to draw 
up an amendment to the state cara- 
van law which assesses the owner 
of cars driven into the state a fee 
of $22.50 if the car is sold within six 
months. The board believes that 
under the present phraseology indi- 
viduals are penalized by the law 
and decided to aim the law more 
directly at those engaged in selling 
automobiles. 

The board also voted to consider | 
the problem of establishing the 
price of new cars in California. It 
was pointed out that many times 
when a new model is sold in Cali- 
fornia there is no California price 
available for license taxation. 


Doster Heads Service 


Ralph P. Doster has been named 
general service manager of Bank- 
stone-Hall Motor Co. (Ford), Dal- 
las. He succeeds Eddie Hall, who 
has been appointed sales manager 
for Anglia and Prefect automobiles 
and trucks, for which the firm has 
the local franchise. 








dr., $2,045, $1,910, $2,100, $2,055. 
PONTIAC—’'48 (6) sedan, $2,580; 
dan, $2,620. °'42 (6) 2-dr., $675. 
club coupe, $760. 
STUDEBAKER—’48 Commander 4-dr., $2,- 
560. ‘47 Champion 2-dr., $1,550, $1,695. 
WILLYS—’48 Jeepster conv., $1,595. 


MASON CITY, IA. 


(Lapiner’s Used Car Auction. Sale every 
Wednesday. Prices are for sale of Dec. 8.) 
(Market shows steady. Prices are good 
on new models, overdrive is desirable.) 

Sold 68 units out of 124 offerings.) 

BUICK—’48 RM sedan, $2,520, $2,460, $2,- 
410; Super sedan, $2,385, $2,310. 

CADILLAC—’48 (62) sedan, $3,650. 

CHEVROLET—’48 FL aerosedan, $2,180, 
$2,110, $2,070; FM sedan, $1,950, $1,790; 
SM sedan, $1,900. ‘47 FL aerosedan, 
$1,700, $1,690; FM sedan, $1,590. ‘46 
FL aerosedan, $1,540. °'41 sedan, $795. 

DeSOTO—’48 Custom sedan, $2,460, $2,430; 
club coupe, $2,465. 

DODGE—’48 Custom sedan, $2,265. ‘47 
Custom sedan, $1,675. 

FORD—’49 Custom (8) sedan, $2,315, $2,- 
210, $2,195, $2,325; club coupe, $2,105. 
'48 Custom (6) sedan, $1,680. ‘47 SD 
sedan, $1,485. ‘46 SD sedan, $1,290. 

HUDSON—’48 Commodore (6) sedan, §$2,- 


380. 
MERCURY—’49 sedan, $2,495, $2,580, $2,- 
560, $2,510. 
(78) sedan, $2,730. 
‘47 (78) 2-dr., $1,775. 


OLDSMOBILE — '48 
PLYMOUTH—’48 SD sedan, $2,030, $2,005, 
$1,995. °47 SD sedan, $1,495. 


(8) se- 
*41 (6) 
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SPONSORED BY FARM JOURNAL AND PATHFINDER—When auto dealers in Webster 
City, la., put on a parade of cars as part of Greater Webster City Week, new Hudsons 


were prominent in the lineup. Pathfinder and Farm Journal were sponsors. Pathfinder used 
the picture of the Hudsons in national advertising in magazines. Janson Auto Co. of Web- 
ster City cooperated. 


PONTIAC—’48 SL (8) sedanette, $2,480, ; BUICK—’48 Super 4-dr., $2,492. °47 Super 
$2,400; sedan, $2,535. 2-dr., $2,192, $2,140. °'46 Super 4-dr., 

STUDEBAKER — ‘48 Commander sedan, $1,745, $1,597. °41 RM 4-dr., $850. °'40 
$2,460. °47 Commander sedan, $1,550. Super club coupe, $752. °39 Special 4- 

WILLYS—’49 Jeepster, $1,660. dr., $675. 

MISCELLANEOUS—’46 panel, $795. CHEVROLET—’'48 FM club coupe, $2,000; 


FL 2-dr., $2,160, $2,060, $2,032, $1,990. 
KANSAS CITY 


‘47 SM 2-dr., $1,785, $1,500, $1,482; FL 
(Kansas City (Mo.) Automobile Auction. 


4-dr., $1,735, $1,562; FM 4-dr., $1,595, 
Sale every Wednesday. Prices are for sale | _ $1,527. °46 FL 2-dr., $1,582. 


DeSOTO—’48 club coupe, $2,565. 


of Dec. 8.) 
(Market shows buying very active. DODGE—’'48 4-dr., $2,025; club coupe, $2,- 
Prices steady. Sold 201 units out of 150. ‘'47 club coupe, $1,647. ‘46 4-dr., 
325 offerings.) $1,370. 


FORD—’49 (8) 4-dr., $2,290, $2,272, $2,- 


175; club coupe, $2,240, $2,160; (6) 2- 
dr., $2,035; (6) conv., $2,127. ‘48 (8) 
4-dr., $1,685, $1,675, $1,662, $1,655. °47 
(6) 4-dr., $1,337; (8) 2-dr., $1,345, 
$1,202. 


LINCOLN—’49 4-dr., $2,750. 
MERCURY—’'49 4-dr., $2,680, $2,650, $2,- 


575, $2,525. °'48 4-dr., $1,735. °46 club 
coupe, $1,460. 
NASH—’48 4-dr., $1,802. ‘46 4-dr., $1,200. 
OLDSMOBILE—’47 (98) 4-dr., $1,637. °'31 
(76) coupe, $197. 
PACKARD—’47 Clipper 4-dr., $1,752. 
PLYMOUTH—’48 4-dr., $1,827, $1,725. °47 
4-dr., $1,405, $1,360, $1,250, $1,235; 
2-dr., $1,597. °46 4-dr., $925. 
PONTIAC—’48 (8) 4-dr., $2,632. ‘'46 (6) 


2-dr., $1,505. °41 (8) 2-dr., $885, $857. 
STUDEBAKER—’48 Champion 4-dr., $1,- 

950. ‘47 Champion 4-dr., $1,627, $1,612, 

$1,550. °'42 Champion coupe, $912. 


TOLEDO 


(Doc Greiner Auction. Sale every Thurs- 
day at 6216 Telegraph Rd. Prices are for 
sale of Dec. 9.) 

(Market shows 58 percent of offerings 

were sold.) 

BUICK—’41 Century sedanette, $425. 
CHEVROLET—’'48 FL aerosedan, $1,905; 

SM club coupe, $1,760. ‘47 FM club 

coupe, $1,635. ‘41 MD club coupe, $960. 
DeSOTO—'41 4-dr., $700. 
DODGE—’'48 Custom 4-dr., $2,220. 
FORD—’49 SD (8) 4-dr., $2,110. °48 halt- 

ton pickup, $1,300. °47 Deluxe (8) 2-dr., 
$1,400; SD (8) club coupe, $1,325; 2-dr., 

2 at $1,395, $1,325, $1,345, $1,400; 4-dr., 

$1,440, $1,420; (6) 2-dr., $1,335. °46 De- 

luxe 4-dr., $1,200; station wagon, $1,050. 

: business coupe, $300. 

NASH—'46 (600) 4-dr., $1,285. 
OLDSMOBILE—’48 (66) club sedan, $2,045. 
PLYMOUTH—’'47 SD 2-dr., $1,450. 
PONTIAC—’48 (6) 2-dr., $2,240. 
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Will K-F Case Alter 
Stabilization Rules? 


By George Deery 
Associate Editor 

N LESS than two months, the 
first anniversary of the efforts of 
Kaiser-Frazer to stabilize the mar- 
ket for its stock on the New York 
Curb Exchange in connection with 
the unsuccessful offering of addi- 

tional stock, will be history. 

Aside from the decisions in the 
pending litigation in the case, we 
are apparently due to hear more on 
the subject of stabilization. In a 
recent address to the Economic 
Club of Detroit, Harry A. McDon- 
ald, a commissioner of the Securi- 
ties & Exchange Commission, said 
the experience in the K-F case “has 
done much to challenge the present 
stabilization procedure. 


Speaking to a cross-section of 
Detroit business leaders, McDon- 
ald added that the problem is 
now receiving “close attention,” 
and that the commission would 
welcome comments on the subject. 
McDonald recalled that on Feb. 3 
the company had undertaken to 
stabilize the market at the opening 
price of $13.50 a share. It was de- 
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cided that the new stock would be 


offered at $18. 

Pu STABILIZING, the company 
bought 186,200 shares, “an un- 

aun high figure,” he said, “so 

that it had to pay $2,513,700 in cash, 

plus brokerage commissions, before 

its new issue was even marketed. 


* * 











Auto Stocks 

Dec. 13 Dec. 6 

Chrysler ................... a 538% 
GIT chisiiccsecsesecssorse 1% 
General Motors . 38H 58% 
Hudson ..................... 18% 
Kaiser-Frazer ........ rf 9% 
Nash-Kelvinator .... 15% 15% 
Packard 4 4%, 
Studebaker .. 21% 
SE spstp ossdicosiseserse 1% 
Willys-Overland .... 1% 
Average for a 
10 Stocks ............ 9.25 19.40 





mission has not heretofore issued 
any regulations against stabiliza- 
tion. It does require disclosure 


Granting that stabilization is an| when stabilization is taking place 


artificial force preventing the free 
operation of the market, he pointed 
out that the Exchange Act does not 
flatly prohibit stabilization, but 


gives the commission power to| « 


promulgate rules and regulations 
for its control. 


He continued, “There are many 
who are of the view that stabil- 
ization, being a form of market 
manipulation, should be prohib- 
ited entirely. On the other hand, 
it is generally recognized that 
orderly marketing of securities 
may require some stabilization at 
the crucial point when a new is- 
sue goes on the market, in order 
to prevent some unexpected and 
perhaps inspired burst of trading 
from upsetting the carefully cal- 
culated pricing of the new issue. 


and its extent; and it may not be 
used to raise the current market 
price of stock being sold. 


HETHER stabilization is for 
the accounts of the issuer or 
the underwriter, the effect on the 
market is the same. The important 
thing is simply that the market 
knows that an artificial price floor 
exists. 

McDonald declared, “However, is 
it not common for the issuer to sta- 
bilize except in situations involving 
competitive bidding in utility is- 
sues, where the issuer frequently 
stabilizes for part of the bidding 
period. 

“The K-F stabilization is also 
marked by the ge quantity 
of stock purchased. A typical ex- 


“Aside from a special rule limited| perience of stabilization by a 


to offerings at the market, the com- 
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BURTRUM'S NEW $200,000 HOME IN MIAMI, OKLA.—Burtrum Motor Co. Bee eer. 


cury) headquarters are on U.S. 
mated that 5,000 


general manager; his brother, Virgil H., 


Standard Gas & Electric Co. of 
250,000 shares of common stock 
of its subsidiary, Oklahoma Gas 
& Electric Co. The company 
bought only 25 shares. 

“In the recent distribution by 
American Light & Traction Co. of 
its Detroit Edison holdings, the first 
block of 450,000 shares sold last 
January required stabilization pur- 
chases of 14,000 shares. The sale of 
450,000 shares in April, of 190,000 in 
September and 192,000 in Novem- 
ber required no purchases at all.” 

* + + 


E. W. Bliss Buys Block 


Of Sheller Common 


Sheller Mfg. Corp., Portland, Ind., 
has announced the sale of 62,500 
shares of previously unissued com- 
mon stock to E. W. Bliss Co. The 
price paid by Bliss was $16 a share 
net. Sheller will apply the proceeds 
to the redemption at par of $1,000,- 
000 of its 5 percent cumulative pre- 
ferred stock. This will leave $700,- 
000 of preferred stock outstanding. 
M. M. Burgess, president of Sheller, 
reported that, as of Oct. 31, the 
company was in the strongest 
working capital position in its his- 
tory. Total current assets were ap- 
proximately $9,400,000 and total 
current liabilities were approxi- 
mately $3,300,000, reflecting an ex- 
cess of current assets of over 
$6,000,000. 

The nine months’ profits for 
Sheller, after federal income taxes, 
amounted to $1,882,000, which was 
equivalent to $3.70 per share, after 
providing for preferred stock divi- 
dends. Currently the dividend pay- 
ments on Sheller common stock are 
25 cents quarterly. The company’s 
sales and earnings have been at 
record levels during 1948 and pres- 
ent indications are that the fourth 
quarter will be the best of the cur- 
rent year, the company states. Bur- 
gess has been a director and mem- 
ber of the executive committee of 
E. W. Bliss since early 1947 and 
was made chairman of the execu- 
tive committee last week. 

” o + 


Fractions 


Walter P. Chrysler jr., director of 
Chrysler Corp., sold 1,500 shares of 
common stock in October, accord- 
ing to the Securities & Exchange 
Commission, This reduces his hold- 
ings to 4,600 shares, SEC states.... 
Life insurance purchases in the U.S. 
this year are expected to be within 
two percent of the alltime high vol- 
ume of 1947. Bruce E. Shepherd, 
manager of the Life Insurance 
Assn. of America, estimates that ’48 
sales will total $22,700,000,000. 

The average value of the auto- 
motive shares listed on the New 
York Stock Exchange at the end 
of November was $33.69, accord- 
ing to the Exchange. This com- 
pares with $38.77 at the close of 
October, ... The petroleum aver- 
age dropped to $40.94 at the end 
of November from a $47 close on 
the last trading day in October. 

Sales of series E savings bonds 
are approaching a new peacetime 
record. Purchases from the first of 
the year through November ex- 
ceeded redemptions by about $400,- 
000,000. The issue now has $32,000,- 
000,000 outstanding. 








Lander Resigns Finance Posts 


To Concentrate on Dealership 


John H. Lander, president of 
Victory Motors, Inc. (Dodge), At- 
lanta, has resigned as president of 
the Auto Finance Co. and chair- 
man of the board of American Dis- 
count Co. Lander said he was re- 
signing to devote his full time to 
the automobile business, 


66 and cover 16,000 square feet of floor space. 
eople attended the opening on the first night. Charles L. 
is co-partner. 


It is esti- 
Burtrum is 


Pontiac Reveals 
Three Changes in 


Zone Management 


PONTIAC.—Three major changes 
in zone management have been an- 
nounced by L. W. Ward, Pontiac 
general sales manager. 

D. M. House, manager of the 
Atlanta zone, has been transferred 
to the Los Angeles zone, replacing 
R. J. Cutri, who has resigned. 

L. H. Holmes, manager of the 
Buffalo zone, has been transferred 
to the Atlanta zone to replace 
House. 

E. M. Krotine, assistant manager 
of the New York zone, has been 
promoted to manager of the Buf- 
falo zone, replacing Holmes. 









BUYING 
Burrrlap? 


Weel, it’s wise and 
thrifty to deal with 
folks who really know 
bur-r-rlap*...folks you 
know you can depend 
on. So for whatever 
grade you 
need ...look 
to Bemis! 










“Each year Bemis de- 
termines the grading 
of burlap from Indian 
jute mills. Bemis- grad- 


t 
cides ak wet Detroit « Chicago « St. Louis 
Cleveland «+ Indianapolis 


alike as the standard 
for burlap quality. and other principal | cities. 
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‘Trial Then Will Begin .. . 
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Tucker to State Case 
In Credit Suits 


(Continued from Page 2) 
danger of cancellation, the rent is} B. Hart, regional director of the 


paid, and the court has not yet 
heard the receivership case.” 

Fred Rockelman, who joined the 
Tucker Corp. as vice-president in 
charge of sales, served for a time 
as executive vice-president, and re- 
cently was barred from a factory 
meeting of company officials, deal- 
ers and distributors, is being 
backed by some dealers, it was 
learned last week, as successor to 
Tucker. 

James D. Mooney, president of 
Willys-Overland, continued to win 
support to take over the reins 
of Tucker Corp. He is regarded 
as the man who would be most 
likely to attract new capital. 
Mooney, however, has given no 
indication of his interest in tak- 
ing over command of Tucker 
Corp. 

There seems to be no cessation 
in the game of bandying big names 
about. This technique, frequently 
in rumor form, has gone on for 
months. The latest entry into the 
picture was Kaiser-Frazer Corp., 
said to have evidenced interest in 
making a deal for the Tucker plant 
“when or if it is ever to be relet.” 


An unnamed associate of Wal- 
ter Reuther, UAW president, also 
was quoted as saying that “about 
15 large firms are interested” in 
the Tucker plant, some wanting 
it for automobile manufacture, 
some for airplane engines, and 
others for heavy manufacturing. 
Meanwhile, Roy Mohrman of the 

Federal Bureau of Investigation, an 
attorney and accountant, and mem- 
bers of his staff here were reported 
to have been checking “major 
points in the Tucker case.” Their 
questioning has been directed at a 
former Tucker official, sources in 
Washington, New York, Boston and 
Miami, secretaries and production 
experts. 

Attention continued to be focused 
upon the Securities and Exchange 
Commission which, according to re- 
liable information, is speeding the 
day when it will report on months 
of intensive investigation of Tucker 
records. 

At the time a court order was 
issued authorizing the SEC in- 
vestigation, Tucker said he would 
have to close down his plant, 
which could not operate without 
the records demanded. 

The SEC thereupon conducted its 
work within the plant by making 
photostats of records deemed most 
important, The job was completed 
late in October. 

In addition to the reported stop- 
ping of all official and executive 
salaries, Tucker’s attempts to raise 
immediate cash include the putting 
up for sale of Aircooled Motors, Inc. 

The company bought the Syra- 
cuse, N. Y., engine plant last March 
for $1,800,000, 

Collection of dealers’ notes is also 
being pressed at a series of regional 
meetings which Tucker is initiating 
in the East, company spokesmen 
revealed. 

Considered as one of the most 
significant events of the week 
was a disclosure that U. S. At- 
torney Otto Kerner jr. had con- 


ferred for an hour with Thomas 


450 Persons 
Attend Detroit 


Dealer Dinner 


DETROIT.—More than 450 per- 
sons attended the annual banquet 
of the Detroit Auto Dealers Assn. 
last week. New directors, who will 
elect 1949 officers next week, were 
named as follows: 

Ed Harley (Buick), Pete Paulin 
(Cadillac), Stuart Hanson (Chevro- 
let), Dave Barnett (Chrysler), Han- 
ley Taylor (Dodge), Dan Courtney 
(Ford), James Laws (DeSoto), 
James Rine (Hudson), Gene Skiff- 
ington (Kaiser-Frazer), Ted Grace 
(Lincoln - Mercury), Lee Arnold 
(Nash), Don McIntyre (Oldsmo- 
bile), Bob Otto (Packard), Bill 
Packer (Pontiac) and Desmond P. 
Murphy (Studebaker). 


SEC, on legal aspects of Tucker 
financing. 

Kerner has assigned Lawrence J. 
Miller, his first assistant, and Ed- 
ward J. Ryan, chief of his civil 
division, to the case. Hart headed 
the investigation of corporate 
financing deals made by Tucker, 
while Kerner’s office, it was re- 
vealed, has been checking for pos- 
sible violations of federal laws. 

An analysis of Tucker Corp. 
finances up to Sept. 1, published 
during the week, showed expendi- 
tures of $23,663,125, as against total 
receipts of $24,890,572, leaving a 
cash balance on Aug. 31 of $1,- 
227,447. 


The expenditures for the pe- 
riod from the time of the cor- 
poration’s start in business July 
8, 1946, through last Aug. 31 
were broken down into general 





HE'S GOING AFTER TIGER IN INDO-CHINA NEXT YEAR—Jack Roach, Houston dealer 
and big game hunter, is shown with one of his prize kills, a Cape buffalo, in East Africa. 
$ 


It is con: 


expenses; production, research, 
development and engineering ex- 
pense; administration expenses; 
sales department expenses; pro- 
motion department expenses, and 
advertising expenses. 

Receipts included $15,107,000 in 
cash from the sale of stock; $7,- 
168,900 raised from the sale of 
franchises to dealers and distribu- 


dered one of the most dangerous and vicious animals in the jungles. Roach's 
safari netted 43 big game trophies. He is a former University of Alabama football player. 


tors; $2,564,129 from the sale of 
accessory “packages,” and sundry 
income of $50,543. 

Such expense items as $3,229,010 
for inventory and materials; $1,- 
468,937 for purchase of Air Cooled 
Motors, Inc., and $3,419,126 for ma- 
chinery, equipment, furniture, fix- 
tures, and special tools are regard- 
ed as assets of the company. 


“The best investment we ever made”’ 





that’s what they say about 


STAINLESS STEEL trailers 





Arkansas Dealer 
Wins Appeal on 
Non-Delivery Suit 


LITTLE ROCK, Ark.—The Ar- 
kansas supreme court, in a ruling 
here, has refused to compel R. 
H. Patton, Jonesboro (Ark.) Ford 
dealer, to deliver a new car to 
A. J. McCallister of Jonesboro. 

The case was appealed to the 
state supreme court after Craig- 
head chancery court held that the 
automobile dealer was not liable 
for delivery of the car, 

McCallister charged that he 
had been placed 37th on the wait- 
ing list for a new car three years 
ago and that more than 37 cars 
had been sold by the firm during 
that period. He said he had 
placed a $25 deposit to insure 
delivery. 

The dealer admitted the con- 
tract, but said he had learned 
that McCallister had contracted 
to resell the car when delivered. 
He offered to return the deposit, 
and it was refused, Patton said. 










AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 

















if you want to CUT COSTS 
. . - CUT WEIGHT! 


Take advantage of the extra 
strength of U-S-S Stainless 
Steel and engineer weight 
out of trailer construction. 
The almost incredibly light 
weight that can be attained 
adds many extra pounds to 
payload carrying capacity, 
means extra revenue and 
extra profits on every freight 
haul—means lower operating 
costs on every empty run. 


U-S-S Stainless Steel is 
a perfected, service-tested 
Stainless that allows a wide 
latitude in design and per- 
mits the employment of the 
most advanced manufactur- 
ing techniques, and it is 
available for early delivery. 

































SHEETS - 


A operators of Stainless Steel 
equipment and you'll get a lot of 
different reasons why they swear by 
Stainless construction. 

One big operator in Philadelphia 
says, “We find Stainless Steel units 
cheaper to operate. They have run ap- 
proximately 100,000 miles and are 
just as good as when purchased.” An- 
other in Akron, Ohio, states, “Many 
savings have been effected through 
the longer life of this construction as 
it is rust resisting and no yearly paint- 
ing is required.” A famous packer in 
Chicago has this to say, “The meat 
business is hard on trailers, due to the 
chemicals involved in cleaning the 
units and also because of the brine, 
salt and ice solutions we use for refrig- 
eration. However, we have experi- 
enced practically no corrosion on our 
Stainless Steel trailers.” 

But why go on? Stainless Steel gives 
such money-saving results because it 


combines maximum strength with 
maximum corrosion resistance. This 
makes it possible to get rid of every 
unnecessary pound of dead weight 
safely — permits construction that 
while lighter than ordinary is yet 
much stronger, and will never be 
weakened by corrosion. 

With Stainless construction you ob- 
tain (1) maximum capacity and 
maximum returns with any type of 
load, (2) maximum strength that pro- 
tects driver, load and vehicle, (3) 
maximum stamina that keeps units 
longer in service and more available, 
(4) minimum fuel and oil costs when 
running empty, and (5) lower license 
fees. That’s why Stainless equipment 
pays for itself. 

If you want to obtain these benefits 
for your equipment and need practi- 
cal engineering advice and the latest 
fabricating data to help you apply 
U-S-S Stainless Steel, call on us. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
CARWEGIE-ILLINOIS STEEL CORPORATION, PITTSBURGH & CHICAGO 


COLUMBIA STEEL COMPANY, SAN FRANCISCO - 


MATIONAL TUBE COMPANY, PITTSBURGH 


TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
UNITED STATES STEEL SUPPLY COMPANY, WAREHOUSE DISTRIBUTORS, COAST-TO-COAST 


U°S°’S STAINLESS STEEL 


STRIP - PLATES - BARS - BILLETS - 





PIPE - TUBES - 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 



















WIRE - SPECIAL SECTIONS 


8-1630 









Flutter Noted in Pulse 
Of New-Car Market 


(Continued from Page 1) 


Most auto makers were pre- | their sales machinery out of cold 
pared for soft spots, and had | storage, the paper says. 
mats for use of dealers aie. he ; 
advertising cars at stripped-down N MILWAUKEE, the Journal re- 
prices and immediate delivery. ports that the lush market is 
These were tentatively scheduled | nearing an end for many auto deal- 
for use where soft spots devel- | ers. Some dealers are still hard to 
oped should there be a post- | get, the Journal says, but adds that 
Christmas slump. if you are not too choosy you can 
However, some new-car dealers| come by a new automobile without 
were jumping the gun on them. A| Waiting too long. 
few began appearing before Christ- Such public reports may have 
mas. One dealer even advertised| the effect of cooling the customer 
discounts for veterans, but he ex-| @rdor for new cars, since people 
plained that that was a goodwill| Often are most anxious to get 
move rather than an indication| things that are hardest to get. 
that he couldn’t move the cars| In looking over the current situa- 
otherwise. However, it must be|tion, Greiner said that the buyer's 
considered as a sign of the times,| ™arket probably would return by 
makes, with the more expensive 
= een te cars at the head of the procession. 
kK VARIOUS cities, stories began This corresponds in part with re- 
to appear with the message that | ports to Avromotive News, with the 
new cars are obtainable at list “if | exception that our reports mention 
you are not fussy.” the pinch most frequently in con- 
Harry Stanton, Boston Globe| nection with makes in the upper- 
auto editor, reported: “Want a|medium-priced bracket. 
new car? Just do a little shopping yes os 
around and you may be surprised 
—provided you don’t think it over 
too long .. .” 

Jack Hume, Cleveland Press 
auto editor, told his readers the 
other day that the buy-for-profit 
car demand has faded. 

“Many Clevelanders,” he _ said, 
“are being surprised these days by 
phone calls from dealers offering 

































EVERAL observers in the indus- 

try point out the factors in the 
soft spots are rising prices, credit 
restrictions, model changes, diver- 
sion of buying power during the 
long wait for cars, other seasonal 
demands on the public purse and 
weather. 

Most observers expect the mar- 
ket to pick up a bit in the spring 
before the buyer’s market sets 
in for keeps for many makes. 


immediate delivery, particularly " 

Meantime, Greiner’s advice to his 
from those with 1949 models in dealers seems like good advice 
the offing. for all: 


“Stop thinking about selling— 
and start doing something about it.” 


Reg. W 


(Continued from Page 1) 
K-F, was quoted in New York as 
saying: 

“Regulation W is the most vi- 
cious thing in the world. 

“It will slow up the auto in- 
try if it is allowed to stand. And 
if the auto industry slows up, the 
entire economy will be affected.” 

Frazer said that car buyers 
should be allowed 24 months to 
pay balances of over $1,500. The 
18-month requirement in force at 
present is unfair to medium and 
higher-priced car makers, he said, 
adding that it is diverting demand 
into the lowest-priced cars. 

Those plugging for modification 
of Regulation W pointed to the 
statement of the Senate Banking 
and Currency committee in recom- 
mending passage of the legislation. 

“It is hoped,” said the com- 
mittee, “that the Federal Reserve 
Board will adopt flexible and 
sensitive policies which will 
maintain the highest possible 
level of production and employ- 
ment in the durable goods indus- 
tries, on which so much of the 
nation’s standard of living and 
well-being depend.” 

Automotive News’ survey of auto 
dealers throughout the country 
(12/13/48) indicated that the senti- 
ment of all dealers is swinging 
against the regulation. 


Another sign of seasonal selling. 

“Wanta Car?” asks a Daily Okla- 
homan headline. “Some Models De- 
liver Now.” While the drive-it- 
away cars (not just convertibles 
and station wagons) are in the 
minority, most dealers are taking 


. 
U.C. Prices Falter 
7 - 
In Canada; Rise 
. 
Seen by Spring 

OTTAWA, Ont.—While used cars 
are showing signs of dropping in 
price in some areas of Canada, 
used-car dealers say they believe 
that this is only a seasonal slump 
and that prices will start to ri 
again toward spring. : 

They stress that the present 
slump in prices is only a seasonal 
development because roads and 
weather in most regions across 
Canada do not encourage much 
driving, especially for pleasure, 

In addition, people are busy with 
their Christmas shopping and the 
lack of inquiries often causes deal- 
ers to stir up business through ad- 
vertising slight cuts in prices. 

Later, they anticipate a good de- 
mand to start for used cars, par- 
ticularly the older and cheaper 
models. They admit that the so- 
called “newer used cars” or slightly 
used new cars may suffer a setback 

. in sales records if prices continue 
to be high. 













dealers in this area 
most instances that the sales vol- 
ume of new cars is holding up in 
the face of credit controls which 
sales managers term “a pain in the 
neck.” 
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City-by-City 


Eprror’s Notre: Below are addi- 
tional city-by-city reports on the 
effects of Regulation W as re- 
ported by dealers to AuToMoTIvE 
News corr ts. Previous 
reports (Automotive News 12/13/- 
48) and these indicate a rising 
opposition to the restrictions on 
auto installment sales. 


St. Petersburg, Fla. 
Out of 16 new-car dealers ques- 


tioned by Automotive News, nine 
said that it had not hurt them 
while seven said that it had. Three 
of those who said it hadn’t hurt 
added that it would in time. 


However, only three favored the 
regulation, while 10 opposed it 
and three were indifferent. 

Some estimated that in six 


months the regulation would be a 
handicap. Another pointed out that 
the little fellow will ultimately suf- 
fer. Still another said that it “al- 
lows the rich man to buy what he 
wants, but limits the poor man who 
cannot meet the monthly pay- 
ments.” 


* * * 


Kansas City 


A fair sampling of the new-car 
indicates in 


Some reports, however, show a 
slight loss in the medium-price 
class while the high and low 
brackets appeared to be holding 
si 


teady. 

Only one dealer disagreed with 
the majority. He asserted that the 
regulation was “a good thing.” 
Sales managers in general feel that 


the regulation is unnecessary and 


that it will not stop the inflation it 
pretends to stop. aa 


Portland, Ore. 

Portland automobile dealers have 
reported at their weekly meetings 
that Regulation W has likely hurt 
automobile sales in some sections, 
but as yet none of the Portland 
dealers have been seriously hurt 
by this new regulation. 

+ 


Akron 


Akron new-car dealers report that 
Regulation W has had no effect so 
far on the sale of new cars. A can- 
vass of those selling cars in the 
high-priced, medium and low-priced 
fields brought the same story—buy- 
ers still seem to have plenty of 
money. They estimate that between 
70 and 80 percent of the sales are 
cash. Dealers think quite a few get 
the necessary cash at banks and 
then turn their bills of sale over to 
the banks as security until the cars 
are paid. 

If new cars increase in price 
after the first of the year, some of 
the dealers believe it then will 
prove a deterrent to sales. 

* 


Boston 


Whether Regulation W is an ob-| 


stacle to new-car sales and who 
gets hurt apparently does not de- 
pend on the price class but on 
what make of car you sell. That 
is the consensus of a spot-check 
of at least one dealer for every 
make of car sold in the Boston 
area. 

In most cases, dealers for 
whose cars an active demand still 
exists reported that the regula- 
tion has had no definitely trace- 
able effect on new car sales but 


that it has proven to be a limita- | 


tion on movement of used jobs. 

Two factors usually are cited in 
used car sales—the requirement 
that the down payment must in- 
clude all of the excess above one- 
third of the book value of the car, 
and the time limitation which 
works to make the monthly notes 
higher than the used car buyer's 
budget can stand. é 

* * 
Grand Rapids, Mich. 

Row Motor Sales (Oldsmobile): 
“Regulation W has had no effect 
on new car sales with us. However, 
we have always approved of that 
type’ of financing.” 

Universal Car & Service (Ford): 
“A noticeable number have turned 


down delivery. We are basically 
ion W and think 


against Regulati 
his | there should be a revision. We have 
several veterans coming up for car 


deliveries and we know that they 












Reports on Regulation W | 


will not be able to swing it. The| year ago, with no expectations of 
low-price class is hit.” cancellations to any extent. 
Bissell - Sears (Dodge - Plym- A de@ler handling cars in both 
outh): “We have had a few cus- | the medium and high priced 
tomers who have had to turn | brackets asserted that cancelia- 
down delivery of a new car be- tions of deliveries have ranged 
cause of Regulation W. However, | from “small” on the medium- 
we feel it is more of a hardship | priced cars to almost 30 percent 
on the used-car end than the | on the high priced types. 
new-car deal. The regulation is * * * 
a good thing on the whole be- 
cause it gives us a bit of a slow- ( Baltimore 
down on buying and it is never ae aon various een - 
ood agers in Baltimore in regard to the 
= the aes far out effects of Regulation WwW indicated 
Burkholder-Chevrolet: “We have an antagonistic or negative attitude 
toward the ruling. 
had no turn-downs as yet on de- Gas dent id that i 
liveries. Ninety-five percent of our e dealer said that it abso- 
business is cash anyway. Feel it| ltely did not benefit a purchaser, 
has hurt the used car man more ma Re feamee, sen ce yoy - 
than new car dealer. Personally I| oar financed under these cena. 
don’t think Regulation W should! tion was better off paying cash 
Sree a been taken off in the| tor a car, Another dealer stated 
— oe that it did not affect new cars but 
Brink (Kaiser-Frazer): “We have| definitely had a great bearing on 


































had quite a few turn-downs on de-| used cars, 
livery since Regulation W went! gtij1 another pointed out that 
into effect. It stinks. We were| Regulation W has affected late- 





happy without it and got along 
very well before.” 

Nash Grand Rapids: “I don't 
think it has hurt us in the least. 
I'm for it as it puts brakes on 
inflation.” 

Sutter-Pontiac: “Very few cus- 
tomers have refused delivery be- 
cause of Regulation W. Most of 
our customers pay cash.” 

A. B. Johnson (Chevrolet): “We 
haven't lost a customer because of 
Regulation W. Think it is a good 
thing.” 

Ted Booth (Packard): “We have 
lost some customers because they 
could not take delivery on cars 
after Regulation W went into ef- 
fect. Feel that Regulation W should 
come off to start buying again. The 
way things stand now, it stops too 
many people from buying. Those in 
higher class hurt.” 

Eberts-Cadillac: “Very few cus- 
tomers buying Cadillacs are affect- 
ed by time buying as they usually 
pay cash, so we have had no trou- 
ble... . With used cars, a few have | 
turned down delivery. Regulation 
W as it affects the industry as a 
whole is a good thing.” 

Hicks-Flerhage (Lincoln): “Very, 
very few have turned down deliv- 
ery. Hasn’t bothered us to notice. 


model used cars but not new ones. 
He also showed that those in the 
lower income bracket instead of in- 
vesting money in a car for recrea- 
tion today were veering gradually 
toward the purchase of radios, tele- 
vision sets and other mediums of 
relaxation because of the difficulties 
imposed in payments via Regula- 
tion W. 















Louisville, Ky. 

Regulation W is cutting in on 
sales of higher-priced cars more 
than many handlers of such cars 
had anticipated. 

Cars in the lower and medium- 
priced field have not been hurt 
nearly as much, it is claimed, as 
the higher-priced ones, but used 
cars have been hurt considerably. 


Several dealers would like to 
see a time limit of 24 months in- 
stead of 18 on cars selling at 
$2,500 or more. Dealers handling 
cars selling at under $2,500 do not 
appear to be doing a great deal 
of complaining. 

Another thing that is hurting 
new sales is the fact that dealers 
have cut down trade-in prices ma- 
terially. On some cars that they 
would have gone as high as $1,000 










































Medium price are those who} for in August, they would not go 
suffer. . over $600 for today, as a lot of old 
vt stuff is getting very rough and 

Casper, Wyo. shoddy looking, bad fenders, bad 





bodies, bad paint, bad mechanical 
operation. 





Regulation W apparently has had 
little, if any, effect on new-car 
sales in this area. Of those dealers 
contacted here, all were enthusias- 
tically in favor of the regulation 
and considered it a good thing for 
the trade. 










Phoenix 


According to L. M. Berge, presi- 
dent of the Arizona Automobile 
Dealers Assn., Regulation W _ is 
having a definite effect, especially 
noticeable in this part of the coun- 
try because of the high freight 
rates which are tacked onto each 
automobile and must be included 
in the payments. 

It does force quite a few cus- 
tomers to turn down delivery on 
an 18-month payment basis, when 
they probably would have been 
able to accept a car on a 24- 
month payment basis. 









+ a 
Chicago 

Varying experiences were report- 
ed by Chicago area new-car deal- 
ers in the different car price 
ranges with regard to the effect of | 
Regulation W on cancellation of 
deliveries. 

One of the city’s most prominent | 
dealers in the low-priced car range 
declared that there have been no 
turn-downs on deliveries. He at- 
tributed this situation partially to 


the fact that the manufacturer has| 1" the low-priced class, there 
come out with 1949 models. | still remains an accurate backlog 


In the medium-priced field, an-|°f Orders. Medium-priced cars are 
other dealer said that his 1948/ catching up and dealers handling 
models are sold out and orders for| the high-priced cars are definitely 
1949s are 34 percent ahead of a'in a buyers’ market. 
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CUSTOMERS FOLLOW PARADE FOR SERVICE JOBS—Charles J. Schneider, president of 
the Charlies J. Schneider Motors (Dodge), 4231 N. Grand Bivd., St. Louis, had a novel 
idea of exploitin the parts and service departments of his business. Schneider recruited 
two hillbilly bands, eight horses and ponies and 60 automobiles and trucks for a parade 
of more than five miles in his section of the city. He selected a Saturday afternoon. The 
trucks and cars were liberally plated with banners bearing the message, ‘We're Headin' 
for Dodge-Plymouth Service Round-Up."" A North St. Louis weekly publication used a 
feature story and several photographs of the parade and Schneider's idea reached the 
residents in the greater portion of the city in which his business is located. The result was 
that the parts and service departments of Schneider's business were swamped with work. 
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Future Reurkant Indefinite o jee 
Dealer Associations 


Rebuked by Macy 


(Continued from Page 1) 
insisted that, in effect, he had done | 





telegram from Henderson saying 

he couldn’t be here and he ob- 

served, in effect, that Henderson 
ought to “show up or shut up.” 

The late-hour tangle was with 
Fred Glasser, head of the two 
Glasser used car firms, and his 
attorney and an accountant. Glas- 
ser denied under oath he had tried 
with two committee investigators 
to find a record of the cars in his 
books, but the two investigators 
asserted they had spent an entire 
afternoon with the dealer poring 
over the records in a_ useless 
search. 

* * 

[/paeseD temporarily to “go 

off in a corner” and pore some 
more over their books, Glasser and 
his two companions later were re- 
called and given 10 days in which 
to report back to the committee 
whether they still were unable to 
produce any records on the cars. 
Glasser asked leave to read a pre- 
pared statement. Macy said the 
books would have to be unsnarled 
first. 

It was late in the day when 
Davis took the stand to recite his 
company’s dealer policies, which 
included fair tradein allowances 
for used cars, deliveries in order 
to customers without tradeins, and 
salesmanship. Instead of coercion, 
in the matter of accessories. Davis 
said that he would have liked to 
hear more testimony from some of 
the day’s witnesses, particularly 
those who charged the Cherner 
companies with undervaluing their 
tradeins and loading the new.cars 
with accessories. 


“Frankly, I’m at a loss to eval- 
uate some of these things,” he 
said. “It might be that there were 
unusual circumstances. For in- 
stance, we heard that one wit- 
ness traded a car for $75 that 
later resold for $680. Then, later 
in the hearing, we learned this 
car had been wrecked, and that 
the dealer had to spend a lot of 
money putting it back in shape.” 
He said that some of the evidence 
showed Cherner as conducting a 
“very sound and equitable busi- 
ness.” 

But at the same time he agreed 
with Macy that it was wrong for 
the industry to try and “white- 
wash” all dealers, pointing out that 
the Ford company alone had dis- 
franchised 24 dealers for question- 
able practices. 

ok * a 

EN the hearings opened, the 
first witness was Joseph Cher- 
ner, head of the Cherner Motor 
Co. (Ford), and also the Shirling- 
ton Motor Co. (Lincoln-Mercury) 
of nearby Arlington, Va. Cherner 
was given permission to read a 

prepared statement. 

“Tt is today, and always has been, 
our policy to recognize the value 
of good customer relations as a/| 
producer of repeat business,” he 
said. Cherner read from his books 
and declared that for the first 
seven months of 1948, his Ford | 
operation’s gross profit on resale of 
traded units was 29.6 percent, not | 
counting reconditioning costs. | 

The figure is 13.4 percent be- 
low the committee’s national 
average, he pointed out. | 

It was brought out that the Cher- | 
ner company has a total of $27,000 | 
in deposits from customers, 418 of 
whom are still awaiting deliveries 
of new cars. The deposits range 
from $25 to $150 a customer, it 
was stated. | 

After making his opening state- | 
ment in the morning, Cherner re- 
turned to the witness stand in the 
afternoon and agreed that the total 
deposits by potential car purchases 
reached the $27,000 reported ear- 
lier, but said the total at times 
could have been as high as $40,000 
or $50,000. He said the deposit 
money was turned over to the com- 
pany treasurer, indicating that it 
was used in the course of the com- 
pany’s business. 

* * * | 

HEN a suggested Ford Motor 

Co. plan to have deposit money 
placed “in trust” was read, Cherner 





so because he had placed a total 
of $75,000 in 13 different building 
and loan association accounts. 


Arthur Perlman, a Macy com- 
mittee investigator, testified that 
since Oct. 8, 1942, Cherner—or the 
Cherner Motor Co.—had withdrawn 
dividends from the building and 
loan accounts amounting to $13,924. 
The committee also developed 
points that Cherner operates a 





trust company to finance car pur- 
chases and an insurance agency to | 
insure cars that are sold. 


The bank is the Shirlington 
Trust Co., of Arlington, owned by 
Cherner and his associates. Cher- 
ner said the trust company 
charges 6 percent on cars 





financed there. Regarding insur- 
ance for car owners, Cherner 





HAVE TOLD AUTO STORY FOR 25 YEARS—Auto dealers of Southern California remem- 
bered Auto Editors Hershell Blewett of the Los Angeles Herald Express and Lynn Rogers of 
the Los Angeles Times at a banquet marking the silver anniversary for each in covering auto 


news in Los Angeles. 
affair was Ralp' 


Each was presented with a watch. The oldest dealer introduced at the 
Hamlin, who started in that city in 1902 with the Orient Buckboard and 
| became the Franklin distributor about 1905. Left to right: Blewett 


Rogers, and Leroy Spen- 


cer, treasurer of Los Angeles Motor Car Dealers Assn. and vice-president of Earle C. Anthony, 


Inc., California Packard distributor. 





said his firm acts as agent for 
several companies. 

Henry Gertler, secretary-treas- 
urer of the company, said the com- 
mission on insurance ranged from 
12.5 to 20 percent. Cherner assured 


the committee a car buyer was 


ZY 


chasers’ down payments were on 
deposit in the name of the com- 
pany. The interest rate was not 
disclosed. 

Cherner declared that his firms 
never have required customer 
“tips” or “under-the-counter pre- 
miums” in return for car delivery. 
He said also that the gross profit 
on resale of tradeins at both his 
concerns was well below the 43 per- 
cent gross profit that the subcom- 
mittee has contended to prevail in 
this area. He said his business 
success rested on his policies of 
“customer confidence and satisfac- 
tion.” 


+ * * 
pPReviICUs hearings have brought 
statements that salesmen of 
other firms have accepted “tips” 
as large as $500 for new-car de- 
liveries. 

In his opening statement, Cher- 
ner, who said he has sold more 
than 40,000 new and used cars and 
trucks since he began business in 
1930, gave 29.6 percent as the gross 
profit on tradeins at his Ford 
agency, 1781 Florida Ave. He gave 
26.6 percent as the gross profit on 


free to finance or insure his car/the Lincoln-Mercury tradeins at 


where he pleased. These points 
were brought out after Charles 
Meany, committee investigator, 
read into the record that the pur- 


the Shirlington company, Arling- 
ton. 


Meany gave a summary of his 
(Continued on Page 32, Col, 1) 
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Largest 2-car (plus) market... 





SuccessFUL FarminG subscribers 
average 2.3 cars, trucks, and tractors 
in the family garage and machine 
shed... 68% above the U.S. farm 
average, and 131% above the average 
of the other 33 states. 

Today, the best farm automotive 
market are the upper half farmers, 
who are getting about $90 of every 
$100 of gross farm income... and in 
the 15 Agricultural Heart States, 8 out 
of 10 SuccEssFUL FARMING farmers are 
in the top half. 


The SF farmer needs motor cars 
for trips to town, picking up machine 
parts, carrying merchandise back... 
while the Mrs. uses her car to take 
kids to school, get groceries, attend 
church committee meetings. And he 


needs trucks for the heavy work of 
hauling...tractors to power stationary 
machines, and cultivate the soil... 
has more money, the savings of seven 
best farm business years, to make his 
demand effective. 

With over 1,200,000 circulation 
concentrated in the 15 Heart States 
among the best farmers in the U.S. 
with the best soil, best brains, best 
farming methods and techniques, and 
highest incomes, averaging $9,890 
("47 without government payments,) 
$4,000 above the U.S. farm average 
... SUCCESSFUL FARMING merits a prime 
place on any national automotive 
schedule! Full facts, any office... 
SuccessFUL FARMING, Des Moines, 
NewYork,Chicago,Detroit,Cleveland, 
Atlanta, San Francisco, Los Angeles. 


SUCCESSFUL Ca FARMING 


1701 FISHER BLDG., DETROIT 
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All Models Now F ebeeienalies Compression Up on Eights... 
Olds Dealers Show New 76 and 98 Series 


(Continued from Page 1) 


Wana lengths are 119% 
inches for Series 76 and 125 
inches for Series 98. Oldsmobile’s 
new eight-cylinder engine, called 
the Rocket, provides 135 brake 
horsepower. Six-cylinder brake 
horsepower has been stepped up 
to 105, 

Skinner said the new Rocket 
power plant is the same high-com- 
pression, eight-cylinder, valve-in- 
head engine which General Motors 
engineers and research experts have 
had under process of development 
for several years. It is the product 
of Oldsmobile’s new engine plant in 
Lansing. 

According to Skinner, the com- 
pression ratio of the new engine 
is 7:25 to 1. With only minor me- 
chanical modifications, this ratio 
can be stepped up in future mod- 
els to 12 to 1, as soon as higher 
octane fuels are available, he said. 

“Oldsmobile’s 1949 Rocket en- 
gine,” Skinner revealed, “is the 
most powerful ever installed in an 
Oldsmobile. Its 135 horsepower is 
an increase of 20 horsepower over 
Oldsmobile’s eight-cylinder 1948 en- 
gine.” 

The Rocket is a 90-degree banked- 
cylinder engine with overhead 
valves. Hydraulic valve lifters have 
been introduced for quiet operation. 
Pistons are a new type with cut- 
away skirts and slotted auto- 
thermic construction. The new dual 
down-draft carburetor has a low 
resistance air intake designed to 
allow the engine to breathe freely. 

> + . 
“T{ROM AN engineering stand- 
point,” said Skinner, “the most 
distinctive feature of the Rocket is 
its vibration-free construction. 

“Engine vibration has always 
been an obstacle in the develop- 
ment of high compression. Olds- 


mobile has solved the problem by 


designing a cylinder block so rig- 


idly reinforced that there is not the 
slightest distortion under the 3%- 
ton pressures developed over each 
piston. 

“Also, the crankshaft has been 
shortened, and supported with 
main bearings between each 
crankshaft throw. The piston 
stroke has been designed shorter 
than the cylinder diameter to re- 
duce centrifugal forces and cylin- 
der forces and cylinder wall bear- 
ing pressures, 

“The result of such a design is an 
engine that acts and reacts with in- 
credible smoothness and quietness 
at all speeds.” 

“ * + 

N INTRODUCING the Futuramic 

Series 76, Oldsmobile has made 

several styling refinements in its 
postwar body lines on both the 
higher and lower-priced series. 

The leading portion of the front 
fender has been redesigned to ac- 
commodate headlamp, parking light 
and air intake louvres in one ele- 
ment. An entirely new world sym- 
bol has been mounted on the fore- 
part of the hood. This symbol fol- 
lows the general design of Oldsmo- 
bile’s new Futuramic emblem, 


Skinner said Series 76 affords 
greatly improved vision for all 
passengers and wider seats for 
increased riding comfort. The rear 
seat is seven inches wider than 
that on the previous 76 model. 


New appointments in both Series 
76 and 98 models include an im- 
proved steering column, which en- 
closes the Hydra-Matic drive con- 
trol shaft and the automatic shut- 
off for the direction signal. Instru- 
ment grouping in the Series 76 fol- 
lows the general pattern of the 
Series 98.. 

This year, Oldsmobile is observ- 
ing its 10th anniversary as the 
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BINDER for 
Automotive News 


ANSwanine many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 


and which we can recommend. This binder 
stiff sides, holds 26 issues of Automotive 


News in removable metal blades. Price $7.50 
postpaid to our subscribers. . 


binder which will stand the gaff 
with black Levant leather cloth, 
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COMPLETE DATA ON MANY POST-WAR CARS 
Having no connection with any car factory, Clymer 
tells yow FACTS... 


ions tabulated. 200 owner letters. 


100 PHOTOS IN EACH BOOK 

car test consisted of 3000- mile 
economy, power, speed, roadability. A part-by-part 
analysis. 100 photos in each book. . . interesting 
travelog. MOST UNUSUAL TESTS AND INVESTIGA- 
TIONS EVER MADE. 
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Clymer’s 1948 Indianapolis 
500" Race Book. Complete 
data 100 photos, $1.50 Postpaid. 

















originator of Hydra-Matic drive. 
Indicative of the acceptance of 
Hydra-Matic is Oldsmobile’s deci- 
sion to make it standard equipment 
on all Series 98 cars, the division 
said. 
* 7 im 

F. WOLFRAM, chief engineer 

* at Oldsmobile, said the new 
Rocket engine delivers more mile- 
age per gallon although it develops 
20 more horsepower. 

Wolfram said the Rocket engine 
has a shorter and more rigid crank- 
shaft than conventional automotive 
engines. There are five main bear- 
ings, instead of three usually used 
in engines of this type. 

The shorter high-carbon alloy 
steel crankshaft is therefore better 
able to withstand the 3%-ton explo- 
sive pressures developed over each 
piston, Wolfram explained. 

Vibration in the crankshaft has 
been reduced to the minimum, he 
said, by scientific placement of six 
counterweights on the crankshaft, 
and by careful balancing of the 
combined crankshaft and flywheel 
while the engine is being assembled. 

> * 2 


ONNECTING RODS in the 
Rocket engine are extra-sturdy 
and yet light in weight, Oldsmobile 
said. Of the I-beam construction, 
they are machined from high-qual- 
ity, heat-treated, drop-forged steel. 
Thrust surfaces are ground to very 
close limits to insure a minimum of 
friction. 
The pistons in the engine are 
made of a low-expansion aluminum 
alloy, reinforced with two steel 
struts. The piston stroke is shorter 
than the cylinder diameter, and the 
pistons have cutaway skirts that 
are automatically self-adjusting so 
that they maintain correct clear- 
ance whether the engine is hot or 
cold, explained Wolfram. 
“A maximum effective bearing 
surface is therefore provided at 
all times,” he said. “Aggravating 
‘piston slap’ normally occurring 
on a cold start is eliminated. 
“Hydraulic valve lifters in the 
new 1949 Oldsmobile Rocket engine 
contribute to its quieter operation. 
These new lifters maintain a zero 
clearance throughout the valve link- 


age, so that any lash that may de-| the 


velop is automatically taken up. 
This means longer valve life, a 
much quieter engine and lower 
service costs for the owner.” 


Wolfram said that the cylinder 
block for the eight-cylinder engine 
is cast from a special high-alloy 
iron that is extremely close-grained. 

Rib-type construction is used in 
the block to gain additional rigidity 
and strength, not only to withstand 
the present 7.25-to-1 compression 
ratio but also to meet the test of an 
ultimate compression ratio of 12 to 
1, the engineer pointed out. 

. * * 

HE CYLINDER HEAD is of the 

valve-in-head type, permitting 
more use of the high-compression 
principle than is possible in an L- 
head type engine, according to 
Oldsmobile. The fuel charge is con- 
centrated directly over the piston, 
in a combustion chamber that is 
said to be cast to closer limits than 
ever before. 

The new engine has 100 percent 
full-pressure lubrication, improved 
crankcase ventilation, a double-act- 
ing fuel pump and a centrifugal- 
type water pump with a permanent 
seal. It also has an automatic spark 
control that regulates the timing 
according to the engine load as well 
as its speed, and a new carburetor 
unit designed to withstand sus- 
tained operation at high tempera- 
tures without danger of vapor lock. 

D. E. Ralston, general sales man- 
ager of Oldsmobile, said that the 
1949 Oldsmobile will be more “color- 
ful” than any of its predecessors. 
He said that the customer will have 
a choice of 13 solid colors and four 


two-tone combinations. 
* + * 


| 


| 


(prrseEp AS optional equipment | 


for further improvement of rid- 
ing comfort are extra-low pressure 
tires, he stated. Foam rubber seat 
cushions are standard on the Series 
98 model and optional on the Series 
76 model. 

The new Series 76 has been pro- 
vided with the same expanded 
vision introduced in the Series 98 
last February. As compared to its 
predecessor, the two-piece curved 
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Spotlight 


on Olds 





PUSH BUTTON MODEL—The windows, top and front seat of the 1949 Series 98 Oldsmobile 
deluxe convertible are automatically adjusted by hydraulic controls with the touch of a button 





SERIES 98 HAS NEW ENGINE—The 1949 Series 98 Futuramic Oldsmobile club sedan is 
equipped with the new ‘‘Rocket'' high-compression engine, more powerful than any engine 
ever produced b 
@ compression rat 


Oldsmobile before. 
of 7:25 to |. 


The new engine is rated at 135 horsepower and has 















INTERIORS ARE LARGER—Interiors of the 1949 Series 76 Oldsmobiles are more roomy with 


back seat seven inches wider than last year. 


The rear window in the 1949 Series 76 four- 


door sedan model is 54 percent larger than last year's comparable model. There's a 2! per- 


cent increase in glass area all-around. 


tion of gray striped broadcloth with a darker shade of solid gray for contrast. 


type trim has been employed on both front and 


Illustrated is the deluxe upholstery trim—a combina- 


Bolster roll- 
rear seats. 





: NEAT AND ATTRACTIVE—The instrument panel of this 1949 Series 76 Oldsmobile convertible 
is finished in harmonious two-tone colors, with touches of chromium trim to highlight the 
controls. Among the many new appointments are a new steering wheel, new horn ring, new 


steering column, and new Hydra-Matic Drive selector control. 


Without extra charge the 


customer may choose all-leather upholstery for this convertible, or a combination of leather 


and cloth trim. 


windshield of the Series 76 is 31 per- 
cent larger. 

Another innovation for the new 
76 series is the new pushbutton 
type outside door handle. The 
new handles are stationary and 
designed for a natural grip of the | 
hand in opening the doors by a 
slight pressure of the thumb. 

The size of the baggage compart- | 
ment lid opening has been increased | 
for convenience in loading. 


Obituaries 


Arthur W. Huguley 
WEST PALM BEACH, Fila.—Arthur W. | 
Huguley, 66, president of East Coast Mo- 
tors here, died Nov. 21 at a local hospital 
after a short illness. 
* 





- * 
Francis P. Cox 
CLE ELUM, Wash.—-Francis Perry Cox, 
pioneer automobile dealer, died at his home 
here Dec. 5 of a heart attack. He opened 
his auto dealership in 1898, 
* * . 


Robert T. Kain 
DALLAS.—Robert T. Kain, 48, manager 
of the Dallas district of the Industrial 
Products Sales division of B. F. Goodrich 


Co., died suddenly of a heart attack Dec. 2 
Mr. Kain joined Goodrich in 1927. 
* 7 * 


J. S. MacLean 
OTTAWA, Ont.—J. Sproule MacLean, 65 
retired automobile dealer, died at his home 
here after a brief illness. 
- * * 
Cober T. Jolley 
CLINTON, Miss.—Cober T. Jolley, 42 
owner and manager of Clinton Motor Co 


| died suddenly Dec. 8 at his home here 
~ 


* = 
Arlington W. Bidwell 


LOS ANGELES.—Arlington W. Bidwei 
69, a used-car dealer here since 1910, die: 


| of a heart attack on his sales lot Dec. 8 


Mr. Bidwell had operated a lot for th« 
last 22 years at 3785 S. Vermont Ave 
© * . 


Charles T, Crowley 

ST. JAMES, Minn.—Charles T. Crowley 
believed to be the oldest Ford dealer in the 
state, died here at the age of 75. Mr 
Crowley, who was also president of St 
James Telephone Co., was a former mayor 
alderman and fire chief of the city. 

. . . 


James R. Barrett 

NEW ROCHELLE, N. Y.—James Russe! 
Barrett, 52, president of Rochelle Chevrolet 
Co, here, died Dec. 8 at his home in Larch- 
mont. He became affiliated with GM 34 
years ago, and before coming to New 
Rochelle was a sales executive for the 
corporation in New York and Detroit 
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But Truck Casings Increase ... 


Tire Production Declines Slightly 


NEW YORK. — Manufacturers’ 
shipments of passenger casings in 
October totaled 5,275,505 units, a 


Canada to Resume 


Import of Lube 
Oils, Batteries 


OTTAWA, Ont.—With continued 
improvement in its U. S. exchange 
position, the Canadian government 
has ordered that present import 
prohibitions be suspended Jan. 1 on 
lubricating oils and greases and on 
wet cell electric and galvanic bat- 
teries. 


ONE THI 


‘@) | 


RGES] 


PRODUCTION 


iz 
ed 
LAP a] 


JNDRY Divi 


AND M 


reduction of 4.62 percent from Sep- 
tember when 5,530,848 casings were 
shipped, the Rubber Manufacturers 
Assn. indicated in its regular 
monthly report. 

Production of passenger casings 
declined to 5,560,088 against Sep- 
tember production of 5,740,418 and 
inventories were up slightly to 8,- 
002,433 from 7,848,143 at the end of 
September. 

Shipments of truck and bus cas- 
ings rose in October to 1,216,021, as 
compared with 1,169,488 in Septem- 
ber. Production was also up slight- 
ly to 1,190,212 casings, compared 
with 1,174,108 the previous month. 
The rise in shipments caused a 
minor decline in inventories to 
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Surplus, 


bolt together. 


e STACK 'EM 


e USE IN SINGLE 
SECTIONS OR BATTERIES 


e USE AS TOTE BOXES 
Heavy %” steel plate. 


Olive Green finish, Perfect for storage, parts, 
etc, Easy to erect. 


at no extra cost. 


All Makes Typewriter Co. “Omaha Nebr’ 





HEAVY-DUTY SECTIONAL 
STEEL SHELVING BOXES 





BRAND NEW! Government 


No uprights required. Stack and 


Hundreds of uses. Dust curtains optional 
F.O.B, Omaha. Per opening, $5.95 


Don’t Miss This XMAS PRICE SPECIAL! 


LICENSE PLATE CLIP 


© BRIGHT CADMIUM RUSTPROOF FININSH 


© STRONG 


e GUARANTEED 


TENSION SPRING, DOU 
BY MANUFACTURER 


© LIMITED SUPPLY, ORDER NOW. 


Postpaid on 1-Doz, Orders or More. 
Enclose 10c Postage on small orders. 
Attractive Offer for Jobbers 


DEALER AUTO ACCESSORIES 


3210 Avenue H, Brooklyn 10, N. Y. 


Dept. AN 12 
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1,902,830, from 1,957,080 at the end 
of September. 


Shipments of automotive tubes 
were down 2,25 percent in October 
to 6,060,516, against 6,200,044 in Sep- 
tember, while production was up 
2.12 percent to 6,323,006, compared 
with 6,191,462 the previous month. 


Tradein Tax Nets 
Michigan Only 
$175,000 So Far 


LANSING.—Instead of the fore- 
cast $1,000,000 windfall, the state 
has thus far reaped only a $175,000 
gust from the newly enforced tax 
on market tradein values, 


Proponents of the tradein tax the- 
ory had predicted that Michigan’s 
1,800 new-car dealers would be 
liable for $1,000,000 “or more” when 
audits of all postwar sales were 
completed. 


But State Revenue Chief Louis D. 
Nims reported last week that $175,- 
021 in tradein levies has been 
assessed on the 396 dealers checked 
by his auditors to date. 


Another $239,034 in tax deficien- 
cies was found in the dealer audits, 
Nims said, but the items involved 
do not relate to tradeins. 

The tradein theory was first pro- 
pounded by Detroit Recorder’s 
Judge W. McKay Skillman during 
the course of a grand-jury inquiry 
into auto sales practices last winter. 
His opinion was endorsed in an or- 
der by State Attorney-General Eu- 
gene F. Black. 

Michigan and Detroit dealer asso- 
ciations waged a legal battle against 
enforcement, but Black and Skill- 
man were upheld in the State Su- 
preme court. 

Black, a Republican and a neme- 
sis of new-car dealers during his 
two-year term in office, did not seek 
reelection. He will be succeeded 
Jan. 1 by Stephen Roth, a Democrat. 


Parts Makers 
Elect Ferguson, 


New Directors 


DETROIT. — M. P. Ferguson, 
president of Bendix Aviation Corp., 
has been elected president of the 
Automotive & Aviation Parts Manu- 
facturers, Inc., for 1949, it was an- 
nounced last week. 

Other officers elected by the asso- 
ciation’s directors were R. H. Dais- 
ley, vice-president of Eaton Mfg. 
Co., vice-president, and J. L. Myers, 
president of Cleveland Graphite 
Bronze Co., secretary-treasurer. 

Myers was also elected to a three- 
year term to the board of directors 
along with L. M. Clegg, executive 
vice-president of Thompson Prod- 
ucts, Inc.; A. G. Drefs, president of 
McQuay-Norris Mfg. Co.; W. G. 
Hancock, president of McCord 
Corp., and D. H. Kelly, executive 
vice-president of Electric Auto-Lite 
Co. 


Air Force Commends 


Christopher, Vincent 

WASHINGTON.— The Depart- 
ment of the Air Force has award- 
ed its certificate of merit, signed 
by President Truman, to two top 
Packard executives, it was an- 
nounced here last week. 

Secretary W. Stuart Symington 
made the presentations to George 
T. Christopher, Packard president, 
and Col. J. G. Vincent, vice-presi- 
dent of engineering, at a luncheon. 

Symington told Christopher and 
Vincent that the certificates were 
“in recognition of your services 
from August, 1940, to August, 1945, 
in the engineering and mass pro- 
duction of aircraft engines which 
advanced the air supremacy of the 
Army Air Force and proved to be 
an invaluable contribution to the 
8." 


Miner Promotes Two 


Al Plant, general manager for 
used-car sales, and’ Ernest Stene- 
roden, assistant general manager of 
new-car and farm machinery sales, 
are new department heads at Miner 
Motor Co., St. Paul, according to 
E. A. Miner, president and general 


manager. 


| McGuires Cited by Ford 











Fargo district. Millard T. and Mike 
eGuire, brothers, are the 


J. Mi 

In New Rockford, N. D. owners. 

A Ford four-letter award has; Presentation was made by John 

been presented to McGuires, New| F. Cooney and Roger Williams of 
Rockford, N. D., by the company’s|the Fargo branch. 






















Immediate Delivery 
on all ands GRILLE GUARDS 


e 1949 MERCURY e 1948 NASH 
front and rear front and rear 

e 1949 FORD e 1948 PONTIAC 
front and rear front and rear 


e 1948 CHRYSLER e 1948 CHEVROLET 
front and rear front only 

e 1948 DeSOTO e 1948 KAISER 
front and rear front only 

° 1948 PLYMOUTH e 1948 FRAZER 


front and rear front only 


Also Immediate Delivery on Exhaust 
Reflectors for All Makes of Autos 


Gord & Mercury GUARDS 


FORD MERCURY 
BRGER «0. 6:00:06) 6:6 04:, ae Front ........ 16.00 
Rear ......... 10.00 Rear ......... 16.00 


Also HEAVY QUALITY 
GRAVEL DEFLECTORS 


for Chrysler °¢ Dodge ° DeSoto 


Rop-loc products are famous for quality and dur- 
ability. All made of heavy quality steel—with 
finest chrome plating that lasts and lasts. 

Wire ...write...or phone your orders in today 


Plymouth °¢ 








IMMEDIATE DELIVERY ... WIRE OR WRITE TO 


ROP-LOC PRODUCTS CO. 


1401 WEST NINTH ST. CLEVELAND 13, OHIO 


Amazing 


WEW 1948 isarem 


BRUNNED 


AUTO-TURNTABLE 


For car showrooms 
and lots. 
Supports 10 TONS 





















ASSEMBLE IT YOURSELF AND 
TURN YOUR CAR...ANYWHERE 


No pits...no holes ...no anchor bolts... just set it up in 
your showroom window or lot... plug it in and run. 

24 consecutive hours a day. Here’s top flight 

showmanship at an amazing low price. 


NEW SAFETY FEATURE 
Once more Brunner brings new advancement to 
the turntable field. 1. A safety factor... stop 
it while in full motion by the pressure of your 
hand. It starts again... AUTOMATICALLY. 
2. One big bearing that supports 10 tons. 
Can be financed if desired. WRITE NOW for 
full details on the new 1948 model to 
BRUNNER SALES COMPANY 
358 EAST CENTER STREET - GENERAL MOTORS TRUCK BUILDING 
MANCHESTER, CONNECTICUT 


USED CAR DEALERS, here is the ONLY way to display used cars. BRUNNER 
auto-turntables run 24 hours a day (without attention) in ANY kind of weather. 
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Future Hearings Indefinite .. . 


Macy Rebukes Dealer Associations 


(Continued from Page 29) 


study of the Cherner company 
business. There was testimony 
also of high profits on the resale 
by the Cherner firm of cars 
traded in on new-car purchases. 
While it was brought out that 
many customers waited many 
months for cars, one customer 
testified that he three 
cars from the company within 
six months. 


He told of buying the cars be- 
tween March and October this year. 
He said he first traded in an old 










on Feb. 1, 1947, and the receipt 


said “delivery by June.” 


a new car,” Scheer said. 


my car. 


turn in, no car.” 


“Does it say what year?” Counsel 
Reddan asked, amid considerable 
laughter. “In 10 days or two weeks 
I was called and told I could have 
“I was 
introduced to Leon Cherner, and he 
listed figures taking off $100 for 
I told him I was not 
anxious to turn it in. He said, “No 


Scheer had a 1937 deluxe Ford 
sedan and he said he noticed in 
the papers similar cars were selling 
for $700 to $800. He said he hadn’t 


car having a mileage of 170,000 
miles, buying a 1948 model at $1,516. 
He said accessories raised the to- 
tal price to $1,670. He then bought 
a 1949 model last June and was 
allowed $1,237 for the 1948 car, he 
said. At this point it was read into 
the record that the company re- 
sold the 1948 car for $1,900. The 
witness then said he traded in the 
second car last October for an 
eight-cylinder model and got an 
allowance of $1,773—which was the 
same price he had paid for the six- 
cylinder 1949 model. 


Another witness, Gifford Shirley 
of McLean, Va., a mechanic em- 
ployed by the Cherner company, 
said he received $1,359 for trading 
in a 1948 Ford which Committee 
Counsel John Reddan said was re- 
sold for $2,195. When this margin 
of $836 was revealed, whistles 
came from many persons in the 
large audience which packed the 
hearing room. 

ae * * x 

OMMITTEE Counsel Reddan 

then began calling witnesses 
who had bought or attempted to 
buy cars from the Cherner enter- 
prises. The first group told of plac- 
ing deposits of $25 or $50 with 
the Cherner companies only to 
wait two years or more without 
getting delivery. The first of these 
was Lawrence G. White, a manu- 
facturer’s representative, who said 
that, while he was still in the 
armed services his wife made a 
$25 deposit with the Cherner com- 
pany in December, 1945. 

Charles Oxley, a Chesapeake & 
Potomac Co. employe, told of a 
similar experience. He said he had 
made a $25 deposit with the com- 
pany on March 26, 1946. He said 

’ he was promised delivery in about 
six months, but encountered de- 




































got his deposit back yet. 


last Sept. 16. 
7 oe 


ed by Joseph Cherner; 


by Samuel Michaelson. 


was any “coercion.” 

Gray, representing 
the Ohio Assn. of Insurance 
Agents, charged that automobile 
dealers refuse to deliver new cars 


these policies often covered only 
the dealer the financing 
period and left the car owner un- 
covered after the final payment. 


109 sales were with a tradein. Dur- 
ing that time only 15 buyers with 
deposits got delivery. 


Lieut. Col. Victor L, Cary said he 
put a $50 deposit down March 6, 
1946, and after many talks with 
the Cherners and a Ford Motor 
Co, representative finally got a car 


ProIRMs involved in Wednesday’s 
hearings were Cherner Motor 
Co. (Ford) and Shirlington Motor 
Co. (Lincoln-Mercury), both head- 
Glassers 
Used Car Co. and Glassers Used 
Cars, Inc., headed by Fred Glasser, 
and Auto Wholesalers, Inc., headed 


Cherner was first up, flanked by 
a couple of attorneys. He read a 
prepared statement and then re- 
tired to appear later in the day. A 
long parade of Cherner’s automo- 
bile customers testified that, when 
they bought cars, strenuous efforts 
were made to get their finance bus- 
iness for the Cherner bank and 
their insurance business for the 
brokerage department of the firms. 

Cherner readily admitted his firm 
sought to “sell” both the financing 
and the insurance but denied there 


Committee Investigator Charles 
Meany said that the Cherner firm 
ignored its waiting list in favor of 
tradein deals. He said that in a 
two-month period all but one of 


In January, 1947, for instance, 
he said, he was told deliveries 
were slow because transportation 
was “iced up.” Reddan asked him 
if his deposit was returned, and 
the witness replied: “No—but I’m 
going up there and get it.” 
Charles Funkhouser said he had 
made a $50 deposit Jan. 21, 1947. 
He is a plumber and said the Cher- 
ner company did work on his 
trucks and that his company did 
plumbing work for the automobile 
company. He said, however, he still 
has not gotten delivery of the new 
car. 


In giving as his gross profit on 
rou of tradeins on new Ford cars 
as 29.6 percent, Cherner empha- 
sized that this does not take into 
account fhe cost of reconditioning 
the tradeins, or his selling and 
operating expenses. When these 
expenses are deducted, he said they 
bring the average profit per used 
car unit down to 12.5 percent. 

* = * 
Attar applying overhead ex- 
penses, this figure was reduced 
still further to a net of 3 percent, 


or approximately $41 per used car]. . 


handled, Cherner said. He declared 
that these figures were based on 
952 cars handled in the first six 
months of this year at the Ford 
agency. 

Mrs. Selma Lyons, a public health 
nurse, and her husband testified 
they bought a new Ford car last 
July from Cherner without a de- 
posit and without waiting. But 
they traded in a 1948 model for 
$1,300, Lyons said, and borrowed 
$285 from the Shirlington Loan & 
Trust Co, to complete payment. He 
said the bank is owned by Cherner. 
“They've got everything sewed up 
over there,” he added. 

Andrew Scheer, an attorney in 
the chief counsel’s office, Bureau 
of Internal Revenue, testified he 
put a $50 deposit with Cherner 





More than a score of witnesses 
testified to having sacrificed used 
cars at below market prices to get 
delivery of a new auto, accepting 
unwanted accessories and getting 
their cars purchased and insured 
through the Cherner concerns 
though preferring to go elsewhere. 

In his prepared statement, Cher- 
ner said his firm set up in 1930 
had sold more than 40,000 new and 
used cars and trucks, largest vol- 
ume of any Ford dealer in the area. 
He said the Cherner firm sells 
about 250 vehicles and services cars 
for about 1,600 customers a month. 
He said the Shirlington company 
sells about 100 vehicles and serv- 
ices about 850 customers a month. 

ok ca * 
HERE are the salient points of 
the statement read by J. R. 
Davis, sales vice-president of Ford 
Motor Co., who was invited by the 
Macy committee to last week's 
hearings: 

“We at Ford agree fully with the 
basic premise of this subcommittee, 
as stated frequently by the chair- 
man: ‘It would be deplorable if the 
greed and avarice of a few dealers 
- would bring the entire auto- 
motive industry into disrepute. If 
American business is to survive 
and prosper over the years, the 
public must be dealt with fairly.’ 

“In 1945 ... it was obvious that 
a@ seller’s market would prevail 
for some time to come. Even 
after ceiling price restrictions 
went off, however, the automobile 
industry held its prices far below 
what the public was willing to 
pay. So far as I know this is the 
only consumer industry, not un- 
der price ceilings, which has not 
let seek the normal mar- 
ket levels of a market in which 
demand far outstrips supply. 
Thus, the manufacturer has been 
caught in the middle of an un- 
natural economic situation which 
arose from his own efforts to deal 


fairly with the public by selling 
@ product at a lower price than 
the product brings on the open 
market, 


“In view of this unnatural eco- 
nomic situation, the Ford Motor 
Co. as early as 1945 adopted a vig- 
orous and comprehensive policy for 
the distribution of automobiles. It 
conforms, I think, with the prin- 
ciples evolving from this commit- 
tee’s hearings. This policy has been 
emphasized again and again in let- 
ters to our dealers and in speeches. 

“Our policy relating to our deal- 
ers is as follows: 

“(1) Give fair car allowances. 
“(2) Make no distinction in new 
car delivery preference or 
treatment. Give the clean-deal 
customer the same considera- 
tion as those who turn in 
their used car as part of the 
transaction. In special cases, 
many dealers will see the wis- 
dom of even suggesting to new 
car buyers that they sell their 
own used car to whomever 
they please. 

Sell, never force, accessories 
with new car purchases. 

Be guided in all maximum 
charges by factory-suggested 
price. 






























































“(3) 
“(4) 


* * * 


ea points have been em- 
phasized again and again be- 
fore our own and other dealer 
groups. On June 3, 1948, for ex- 
ample, I repeated those points in 
a speech before the New York 
State Automobile Dealers Assn. In 
addition in the same speech I said: 

“*The public has a long memory, 
and it will be years before they 
will forget the many assumed or 
actual wrongs incident to the pur- 
chase of new automobiles since V-J 
day. This is a very unfortunate sit- 
uation for both the factories and 
the dealer organization. Particular- 
ly so because only a very small 
percent ... were guilty of so- 
called black of gray market trans- 
actions. . . . The industry as a 
whole must now pay for the sins 
of the few. The sooner we pay that 
debt and completely eradicate the 
unfavorable attitude of the public, 
the better it will be for the in- 
dustry as a whole. It is a job that 
we must do together... .’ 

“That message was sent our en- 
tire dealer organization. It has 
been said time and time again by 
officials of our company. I think 

(Continued on Page 33, Col. 1) 


(Continued from Page 1) 
$500,000. The fire started in the 
upholstery department of the as- 
sembly building’s balcony.) 

* os cg 


N ADDITION, the Pontiac home 

plant will drop out of the pro- 
duction lineup Thursday (Dec, 23), 
when changeover operations there 
get underway. Other Pontiac as- 
sembly plants will continue build- 
ing 1948 models for a few more 
weeks. 

Nearly all General Motors divi- 
sions are following the same 
changeover pattern, thereby keep- 
ing dealers constantly supplied 
with cars. 


Along with the Pontiac shutdown, 
a few other plants have tentative 
plans to take inventory between the 
holidays. However, overtime sched- 
ules in other sections of the indus- 
try may make up for the produc- 
tion loss in those quarters. 

Overtime schedules last week were 
in force for the second week in a 
row at Buick, Hudson, DeSoto and 
Chrysler division. 

* of + 
7 Awe WEER’S record production 
sent total output during 1948 to 

3,763,224 cars and 1,333,762 trucks— 
or an aggregate of 5,096,986 units. 
Latest schedule reports call for the 
building of another 164,000 cars and 
45,000 trucks before the year ends, 
giving U.S. plants a final 1948 ac- 
counting of 3,927,000 cars and 1,378,- 
000 trucks for a total of 5,305,000 
vehicles, ° 

If 1948 production attains that 
goal, it will end up only about 
55,000 units below the alltime car 
and truck production of 1929, 

Automotive observers were more 
optimistic than ever last week 
about the possibilities for December 
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| ~ Car, Truck Output Estimates 


| By Automotive News 


PASSENGER CARS 
(U.S PRODUCTION ONLY) 


Week Week Jan. 1 Jan. 1 
Ended Same Ended Total to to 
Dec. 18, Week Dec. 11, Deec., Dee. 20, Dee. 18, 
1948 1947 1948* 1948 1947* 1948* 
CHRYSLER .......... 20,429 22,369 20,047 51,173 746,552 782,748 
Chrysion ............ 3,006 3,025 3,012 7,889 106,240 114,235 
DED 6s 6 bweerccoers 2,428 2,204 2,496 6,339 77,813 86,429 
DOGO osc cccvcccsess 5,644 6,722 5,728 14,871 223,528 223,583 
Plymouth ........... 9,351 10,418 8,816 22,074 338,971 358,501 
WEEE. cbt ctccvsecsveds 21,702 18,274 21,422 52,1389 734,706 710,689 
BG vice ee 0b 60:00 oxees 16,683 14,344 16,679 39,948 585,234 520,187 
PER 603. 00-dhv bows 1,510 657 1,443 3,673 28,473 41,122 
COREY  cccccicscvves 3 3,273 3,300 8,518 120,999 149,380 
GENERAL MOTORS... 33,683 34,040 32,424 85,023 1,400,203 1,530,997 
BINGE 0 cb csecdiveccios 7,211 6,109 7,515 19,278 264,754 264,085 
GREENS. cccccvsccces 1,710 1,454 2,010 4,621 57,410 62,723 
GROVEGRSS oc cccdcccce 15,201 16,773 15,017 39,098 674,277 769,095 
Oldsmobile .......... 4,115 4,228 2,228 7,617 187,354 188,266 
PEED wetesvoercsse 5,446 5,476 5,654 14,409 216,408 246,828 
KAISER-FRAZER 3,390 4,959 3,299 8,767 143,256 179,182 
WOE vk cccvectcess 1,183 1,959 1,043 2,920 71,526 58,345 
BO nc cccveccvese 2,207 3,000 2,256 5,847 71,730 = 120,837 
CROGLEEY ....cccceeee 326 456 320 754 18,990 27,182 
TRUMP. cccccccccces 4,721 2,321 4,669 11,727 98,145 136,240 
FREE wbececcccnsecsec 2,641 2,730 2,630 6,706 110,602 112,403 
PACEARD ......c000- 2,642 1,455 2,620 6,850 51,359 93,405 
STUDEBAKER ....... 3,428 3,209 3,404 8,840 120,384 159,884 
WILLYS}T ...........- 1,098 739 1,194 2,976 $2,341 30,494 
Total Cars, U.S. .... 94,060 90,602 92,029 234,955 3,456,538 3,763,224 
+Station wagons and Jeepsters. *Revised. 
COMMERCIAL CARS 
(U.S. PRODUCTION ONLY) 
Week Week Jan.1 = Jan. 1 
Ended Same Ended Total to to 
Dec. 18, Week Dec. 11, Dee., . 20, Dee. 18, 
1948 1947 1948* 1948 1947* 1948 
CHEVROLET ........ 7,691 9,245 8,572 20,392 323,189 383,109 
OCROGLEY ....cccccsee ne” edhe 37 130 2,948 2,650 
DIAMOND T.........- 124 306 99 296 15,781 12,408 
SED esikdeds snes 34 193 58 116 6,262 6,296 
EEE Sodas cevesceee 4,209 2,531 4,148 10,957 160,160 165,534 
FEDERAL ..........-- 35 178 35 91 9,979 3,864 
EE bc caasiwesieedes 4,542 1,991 4,636 11,059 244,073 293,547 
| ER re int 1,014 2,181 1,171 3,486 65,526 90,081 
H tee Tes > csteceh> |. magesee | aipeense. 9 © Sieaaunts See ©) essise. 
INTERNATIONAL 3,269 3,443 3,277 8,485 1 1 160,239 
EE Sceccetewvessdece 160 474 164 454° 20,296 11,840 
cats ie Rieke. oe eee e 131 550 94 323 21,552 11,225 
STUDEBAKER ....... 1,600 1,600 1,636 4,196 66,209 64,996 
SiCaed SOC CERES 226 462 184 575 19,048 12,065 
MP eb ayet be neees 1,493 2,080 1,512 3,963 83,257 101,689 
MISCELLANEOUS ... 353 235 353 914 15,546 14,219 
Total Trucks, U.S. .. 24,965 25,469 25,976 65,437 1,205,625 1,333,76 
Total Cars, Trucks 
VPP res 119,025 116,071 118,005 300,392 4, 163 5,096,986 


Total Cars, Trucks 


eee eee ween 


5,317 6,112 15,880 252,786 252,811 


Cars and Trucks : 
U.S. and Canada ...125,069 121,388 124,117 316,272 4,914,949 5,349,797 





oe eee eee een nee eee riage arpa EE 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brock- 
way, Four-Wheel Drive, Sterling, Nash, etc. 


marking a new postwar high pro- 
duction month. A previous estimate 
of 370,000 cars was raised to 399,000, 
while the truck estimate was low- 
ered slightly from 114,000 to 110,000. 

Overall, however, the latest esti- 
mate called for 509,000 vehicles, 
25,000 more than the previous fore- 
cast. U.S. plants need only to build 
489,000 cars and trucks this month 
to surpass all previous monthly 
marks since the end of the war. 

a 


EANWHILE, the steel industry 
4 last week sustained its opera- 
tions at 100 percent of rated capac- 
ity. Steel men said there might be 
some variation in operating rates in 
the next few weeks, but that they 
would not be significant of any 
trend. 

Unseasonably mild weather was 
credited with helping steel firms 
to smash production records and 
expediting the shipping of steel. 

+ * * 


119,025 Units Set Postwar Record 


tion affecting output slightly in 
Detroit plant. However, built 9,351 
last week, compared with 8,816 
week before. 

Forp: Output increasing slow but 
steady. Built 16,683 last week; 16,679 
previous week. 

Lincotn: Output up slightly but 
still below planned scheduling. Built 
1,510 last week; 1,443 week before. 

Mercury: Material difficulties re- 
ported. Built 3,509 last week; 3,300 
week before. 

Buick: Overtime schedules have 
output at highest point of post- 
war period. Built 7,211 last week; 
7,515 week before. , 

Capittac: Built 1,710 in five days 
last week, compared with 2,011 in 
six days previous week. 

CuHevroLet: Assembly plants hold- 
ing output steady while Flint plant 
makes model change. Built 15,201 
last week; 15,017 previous week. 

OupsMosiLe: Built 4,115 last week, 
compared with 2,228 previous week, 


HOWEVER, mony steel officials including last 98 units of 1948 
: were said to be worried about model run. 
the long-term outlook. They took/ poxqiac: Various assembly plant 


the stand that backlogs of supplies 
are not sufficient to take care of a 
national emergency or a full de- 
fense program, 

Following is a resume of pas- 
senger car output in U.S. plants 
last week: 

Curys.er: Output steady during 
overtime schedules. Built 3,006 cars 
last week; 3,012 week before. 

DeSoto: Operations steady. Over- 
time schedules also in effect. Built 
2,428 last week; 2,496 previous week. 

Dopce: Built 5,644 last week; 5,723 
previous week. Pilot 1949 models 
being run at night for experimental 
purposes. 


Plymouth: Changeover opera- 


building over schedule. Output last 
week, 5,446; previous week, 5,654. 
Frazer: Output steady. Built 1,183 
last week; 1,043 previous week. 
Kaiser: Output steady. Built 2,207 
last week; 2,256 previous week. 
Hudson: Overtime resulting in 
postwar high output. Built 4,721 
last week; 4,669 previous week. 
Nasu: Changeover problems still 
hampering output. Built 2,641 last 
week; 2,630 previous week. 
Packarp: Output steady at high 
rate. Built 2,642 last week; 2,620 
previous week. 
STUDEBAKER: Operations at usual 
1948 pace. Built 3,408 last week; 
3,404 previous week. 
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Future Hearings Indefinite .. . 
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Dealer Associations 


Rebuked by Macy 


(Continued from Page 32) 


they are principles with which this | 


subcommittee will concur. 

“As early as November, 1945, I 
wrote a letter to all Ford, Mer- 
cury and Lincoln dealers suggest- 
ing that they protect public in- 
terest by affecting priority de- 
liveries to doctors, nurses, pub- 
lic health officials, rural mail car- 
riers, etc., and also that upwards 
of 25 percent be allocated to vet- 
erans. 

“Similar letters to dealers have 
continued at regular intervals. . . 
In July, 1946, we prepared a book- 
let for dealer distribution which 
contained the definite statement 
that availability of a used car for 
tradein would not be a controlling 
factor in obtaining new cars from 
Ford dealers. 

* ao 

"we HAVE been especially in- 

terested in the automotive 
‘gray market’ since the introduc- 
tion of our new models. Before 
these cars came out we urged and 
re-urged our dealers to exert every 
caution to assure that they would 
be sold to regular customers, peo- 
ple whose need for transportation 
was substantial. But within days 
after the 1949 Ford was introduced 
they appeared on the used car lots 
—at premiums reportedly averag- 
ing more than $1,100. ... 

“The situation definitely reflected 
unfavorably on both Ford dealers 
and the Ford company. Through 
our district offices, we checked 
every specific case that was 
brought to our attention, and we 
did not find a single instance in 
which a Ford dealer deliberately 
collaborated in the sale of a 1949 
Ford for the purpose of resale. 

“I know this subcommittee is 
particularly interested in the sub- 
ject of parts and accessories. You 
might wish to know that at the 
present time less than 25 percent 
of our new passenger cars de- 
livered in Washington metropoli- 
tan area are factory equipped 









Continental Gets 
$18 Million Order 
For Tank Engine 


DETROIT. — Continental Motors 
Corp. has received an initial $18,- 
800,000 order from the Ordnance 
department for a new-type air- 
cooled tank engine recently an- 
nounced, and authorization for fa- 
cilities and special tooling needed 
to produce the order, C. J. Reese, 
president, announced here. 

The contract will be handled in 
Continental’s Muskegon plant and 
in a large government-owned fac- 
tory there, Reese stated, It will 
provide jobs for approximately 
1,500 persons when production 
starts this winter. 

The engine to be produced is a 
12-cylinder V-type model, built to 
use 80-octane gasoline and rated at 
810 horsepower without  super- 
charger and 1,040 horsepower with 
supercharger. According to Reese, 
it is superior to liquid-cooled en- 
gines in its ability to operate in 
Arctic temperatures, and in its 
lightness and small size in relation 
to its power. 

Use of manufacturing facilities 
and tooling already available in 
Continental’s airplane and automo- 
tive engine divisions at Muskegon 
minimizes the government’s tooling 
expense, according to Reese. 


Willys Profits 
Best Since ’28 


TOLEDO. — Willys-Overland Mo- 
tors showed a net profit of $6,528,- 
582.90 for the fiscal year ended 
Sept. 30, James D. Mooney, presi- 
dent and board chairman, told 
stockholders in the company’s an- 
nual report issued last week. 

This profit was the equivalent of 
$2.18 a common share after allow- 
ance for preferred dividends of 
$655,414. Representing the com- 
pany’s best profit showing since 
1928, these earnings compare with 
$3,280,834 for the previous fiscal 
year, Mooney said. 

















with radios; less than 35 percent 

with heaters, and less than 10 

percent with overdrive. As a mat- 

ter of fact, the supply of these 

| accessories is considerably short 
of dealer requirements. 

“There are approximately 7,000 
Ford, Lincoln and Mercury dealers 
|in the United States. In addition 
|to our letters to dealers, referred 
to above, our company attempts to 
maintain close liaison with them 
through our regional and district 
| organizations the Ford Na- 
tional Dealers Council . . . com- 
pany speakers who have spoken 
before our own dealers and various 
state dealer associations in every 
part of the country. 

oe eg a 

HE LOCAL automobile dealer, 

of course, is an independent 

businessman. He must make his 
own decisions; set his own poli- 
cies; determine what is best for 
his long-term future. We manufac- 
turers can only recommend, as 
strongly as we know how, that the 
dealers do not engage in ‘under 
the table’ transactions, require 
tradeins, give low tradein allow- 
ances, force unwanted accessories, 
etc.—but the ultimate action rests 
with the dealer. 

“We can, however, disfranchise 
dealers and since Jan. 1, 1946, the 
Ford Motor Co. has terminated 24 
|franchises because of ‘gray mar- 
| ket’ transactions... . 

“We give this congressional sub- 
committee and the American pub- 
lic our pledge that the policy of 
the Ford Motor Co. will be con- 
tinued and that every effort within 
our means will be used to get the 
highest measure of dealer coopera- 
tion with that policy. 

“And I emphasize that it must 
be a matter of cooperation on 

the part of the dealer, and in no 
wise coercion or control on the 
part of the factory. We are con- 
stantly reminded of this fact by 
the legal restrictions of federal 
and state governments. 

“I should also like to point out 
something of which you are already 
doubtless aware. We have found in 
hundreds of investigations of com- 
plaints against dealers that it often 
was a member of the car-buying 
public who was the offender... . 

“You may be assured that the 
facts brought to light regarding 
Ford, Lincoln or Mercury dealers 
will be given the same careful in- 
vestigation as previous cases. If 
the evidence proves practices which 
are not in the public interest, we 
will apply our standing policy of 
disfranchising the dealers con- 
cerned. : 

“In closing, however, I do want 
to record the fact that an over- 
whelming majority of our dealers 
have kept faith with the public, 
with the company and with their 
dealer associates.” 


Tax on Profits 
Should Hit All, 


Vance Testifies 


WASHINGTON. — If industry 
must pay more taxes, then all cor- 
porations, not just those with high 
profits, should share the burden, ac- 
cording to H. S. Vance, president 
and chairman of Studebaker Corp. 

Vance’s remarks were delivered 
before a Senate-House committee 
|studying record-breaking business 
| profits. The committee’s findings 
will be used when Congress consid- 
ers a tax program for the next 
fiscal year. 

The Studebaker head declared 











that an excess-profits tax would un- | 


justly penalize “legitimate competi- 
tive progress.” 

Vance estimated that his firm’s 
net profits for the first nine months 
of this year were $13,393,000 or 4.18 
percent of sales, while the 1940 net 
profit was $2,125,000 or 2.5 percent 
of sales. 


Hull-Dobbs Names Burns 


Charles A. Burns has been named 
fleet manager in charge of com- 
mercial and industrial accounts by 
Hull-Dobbs Co. in Akron, 
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--- Classified Want Ads --- 


HELP WANTED 


ACCOUNTANT WANTED by GM dealer- 
ship in Detroit area. Age not to exceed 
40. Do not respond unless you live in 
the Detroit area. Fine opportunity for 
man with proper qualifications to grow 
with aggressive organization. Box 2728, 
c/o Automotive News, Detroit 26. 


Truck Salesman 


One of Detroit's finest equip- 
ped Studebaker dealers is offer- 
ing an excellent opportunity to 
an experienced truck salesman. 

This position requires a man 
of experience to handle a vol- 
ume of truck sales. Compensa- 
tion will be commensurate with 
your ability to produce. Replies 
will be held in strict confidence. 
Please give complete informa- 
tion in first letter. 

Box 2732 
c/o Automotive News 
Detroit 26 








SERVICE MANAGER—Dodge dealer needs 
a good top man to operate modern serv- 
ice department located in upstate New 
York. Eight-hundred car deal. Good 
salary and commission. We want a man 
that is not afraid of work. Must be 
sober, reliable and full of pep. Box 2729, 
c/o Automotive News, Detroit 26. 


Free-Lance SALESMEN to Sell 
Deluxe LICENSE FRAMES 


to new car dealers. Established manufac- 
turer offers unique modern line without 
effective competition. Good earnings; steady 
repeats, State territory and present lines. 
PRESSURE CASTINGS CORPORATION 


10721 Chandler Bivd., N. Hollywood, Calif. 








SALES REPRESENTATIVE, well ac- 
quainted with automobile dealers, to sell 
license plate frames on commission basis, 
An outstanding opportunity for a hard 
worker to earn minimum of $150 per 
week. Non-conflicting lines are permis- 
sible. Send resume to Box 2720, c/o 
Automotive News, Detroit 26. 


WORKING SERVICE MANAGER with 
Hudson experience, Brooklyn, N. Y. Sal- 
ary and bonus. Replies held confidential. 
— — c/o Automotive News, De- 
troit 26. 


POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Posi- 
tion Wanted ads are accepted at half 
regular rates, namely: 742 cents per 











word for one in sertion or two inser- 
tions of the same copy at 12% cents 
per word. Cash in advance. 





GENERAL MANAGER—Interested in asso- 
ciation with Southern California dealer. 
Forty-four years of age. Twenty-five 
years’ experience with General Motors 
and Chrysler products. Successfully 
promulgated and operated Chevrolet and 
Dodge dealerships of large volume 
Familiar with all phases of dealer opera- 
tion from both factory and dealer view- 
points, having spent six years in factory- 
dealer liaison work. Qualified by virtue 
of knowledge and experience to function 
profitably in the buyers’ market now ap- 

horizon. Complete de- 
etc., at your nee. 

e- 


pearing on the 
tails, references, 
Box 2723, c/o Automotive News, 
troit 26. 


FORD BUSINESS OR GENERAL MAN- 
AGER—Available January 15th. Twenty- 
four years’ experience all phases dealer- 
ship management. Service, parts, new 
and used cars. A proven producer. In- 
terested in either management or partner- 
ship in Pacific Coast dealership. Factory 
recommended, excellent references. Box 
2722, c/o Automotive News, Detroit 26. 


OFFICE MANAGER—Automotive Control- 
ler, thoroughly experienced in accounting 
and management, desires connection with 
new car distributor. $100 week plus 
bonus, if attractive proposition. Box 
2709, c/o Automotive News, Detroit 26. 


EXECUTIVE, skilled organizer and effec- 
tive administrator with splendid record of 
achievement. Past thirteen years includes 
ten with Chrysler, three as Army ord- 
nance officer commanding training regi- 
ment. Rare combination of engineering, 
service, sales and managerial experience. 
Highest references, character and ability. 
Replies confidential. Box 2710, c/o Auto- 
motive News, Detroit 26. 





BUSINESS MANAGER—Experienced with 
auto retail, dealer and wholesale manage- 
ment, accounting, tax, service, parts and 
automobile merchandising. 20 years ex- 
perience automotive and public account- 
ing. 2 years college; three dependents. 
Midwest location preferred. Box 2697, 
c/o Automotive News, Detroit 26. 


AVAILABLE WITH HIGHEST REFER- 
ENCES — Thoroughly experienced and 
capable sales and/or general manager. 
15 years’ Chevrolet management back- 
ground. Alert, aggressive, good organ- 
izer, recent class Chevrolet Sales Man- 
agers’ Institute. Box 2724, c/o Automo- 
tive News, Detroit 26. 


ACCOUNTANT-OFFICE MANAGER. Gen- 
eral Motors and Ford experience, college 
graduate, Master's degree, with twenty- 
five years’ accounting experience; mar- 
ried; available January ist. Box 2713, 
c/o Automotive News, Detroit 26. 


ACCOUNTANT - CONTROLLER — Office- 
Business Manager, located in Los An- 
geles, seeks change in same area. Fa- 
miliar with all standard accounting sys- 
tems. Experienced in factory and dealer 
operations, including taxes, budgets, daily 
operating controls, etc. Replies confiden- 
tial. Box 2716, c/o Automotive News, 
Detroit 26. 

SERVICE MANAGER—Capable of handling 
large service department in Detroit. Box 
2725, c/o Automotive News, Detroit 26. 





(For Rates, Etc., See Next Page) 


_____ POSITION WANTED 
a MANAGER or combination office 
business 
























manager. Experienced in 

pan dealership. Other office experience 

and taxation. oa eg in stability and 
unities. 


monetary opport' Box 2712, c/o 
Automotive News, Detroit 26. 


SALES MANAGER, wholesale or retail. 
Over twenty years’ experience—used car, 
dealer and distributor manager, factory 
regional manager. Will travel but retain 
home metropolitan New York. Write 
Box 2715, c/o Automotive News, De- 
troit 26. 


DEALERSHIP WANTED 


OWNER OF BEAUTIFUL PALATIAL 
HOME, overlooking river, approximately 
three acres, wooded, landscaped, wonder- 
ful climate, will trade for popular new 
car agency. Box 2726, c/o Automotive 
News, Detroit 26. 


WANTED: Ford or General Motors fran- 
chise by responsible party ready to deal. 
Box 2680, c/o Automotive News, Detroit 
26. 


DEALERSHIP FOR SALE 


IN SOUTHERN CALIFORNIA, within 75 
miles of Los Angeles, in a city of about 
70,000 inhabitants with an additional 
drawing capacity of about 150,000 people, 
there is an automobile dealership which 
has one of the most modern and best 
equipped service and parts departments, 
as well as maintaining a complete body 
and fender shop, for sale at a price of 
$80,000, which represents the inventory 
of all parts, fixtures, equipment and 
lease hold improvements. My 1948 gross 
business will near $1,000,000, which in- 
cludes the sale of about 510 new and used 
cars combined, This dealership will stand 
the fullest investigation and is a natural 
for making a lot of money. Forty thou- 
sand dollars will handle this deal. Box 
2717, c/o Automotive News, Detroit 26. 


500-CAR DEALERSHIP. A real opportu- 
nity for experienced operator. Medium- 
priced popular line, Finest and most 
modern building available anywhere. Less 
than one year old. Absolutely the last 
word in design, construction and location. 
Established 20 years. City of 500,000 
within 400 miles of Chicago. All equip- 
ment brand new, Substantial, long- 
established service business. Net profit 
for year ending September 30th approxi- 
mately $187,000. Business and real estate 
must be sold together. Priced at real 
estate value plus inventory. Approxi- 
mately $300,000 cash required. Box 2678, 
c/o Automotive News, Detroit 26. 

DEALERSHIP IN FLORIDA with 150-unit 
quota. Two car and one truck franchises 
representing ‘‘Big Three,’’ netting $50,000 
approximate annual return. New build- 
ing and fixtures. Unusually good city. 
$200,000. This business never offered be- 
fore. Box 2730, c/o Automotive News, 
Detroit 26. 


ONE OF THE BIG THREE—For sale in 
lucrative area of Southwestern Michigan 
with a good car quota. Large used car 
and service volume, including modern col- 
lision service. New modern buildings and 
equipment, Small town, big profits. Gross 
$700,000 in 1948. Buyer may have im- 
mediate possession. Box 2731, c/o Auto- 
motive News, Detroit 26. 


CAR-TRUCK DEALERSHIP — Quota 150 
units. Building 6,500 square feet, lot 
9,000 square feet. Modern. Net earn- 
ings last year, trucks only, $20,000, Ex- 
cellent service setup. Modern lubritorium. 
$18,000 inventory. $48,000 building and 
lot, $7,000 equipment. All for $70,000. 
Can be financed. Located in New Jersey, 
65 miles New York, 50 miles Philadel- 
phia. Owner ill, Must sacrifice. Box 
2718, c/o Automotive News, Detroit 26. 


CAR AND TRUCK DEALERSHIP FOR 
SALE — Representing popular car and 
truck of the Big Three. Located in city 
of 20,000 population in Michigan. Ex- 
cellent location with net profit in 1947 of 
$73,000. Over 20,000 square feet of floor 
space. $130,000 for building, equipment 
and parts. Have over $20,000 in parts. 
Replies held confidential. Box 2719, c/o 
Automotive News, Detroit 26. 


NEW CAR AND TRUCK DEALERSHIP. 
Best location in one of largest thriving 
New Mexico cities. Profitable, established 
business. Approximately $50,000 will 
handle, without real estate, or $100,000 
with real estate. Box 2707, c/o Automo- 
tive News, Detroit 26. 


NEW CARS WANTED 


1949 CADILLAC WANTED—Must be new. 
Phone or wire price. Anderson Auto, 
Peoria, Ill. 


NEW CARS FOR SALE 














USED CARS WANTED 


WANTED—1948 and 1949 cars. 
wire Anderson Auto, Peoria, Ill, 


Phone or 


Dealers Attention: 


ALL MAKES 
of low mileage 
48’s — 49's 
AVAILABLE 
at extremely 
low northern 
WHOLESALE PRICES 


Write, Wire or Phone 
SAMUEL KAMPEL 


426 E. 64th St. New York, N. Y. 
REgent 17-6573 





USED CARS FOR SALE 


AUCTION SALE 


(Dealers only) 


Repossessed and Dealers Cars 
TUESDAYS—Dec. 14th and 28th 
11:00 A.M., E.S.T. 


Sale on 2nd and 4th Tuesday 
of Each Month 


Associates Discount Corp. 
287 Vinewood 
DETROIT 
Dealers’ Cars Sold 
Auctioneer—“DOC” MILLER 











AUCTION 


(Auto Dealers Only) 


EVERY WEDNESDAY 


JOHN CORRIGAN 
Auctioneer 
GEO. CASSIDY 
Manager 


Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 
AUCTION, INC. 


7843 So. Exchange Ave. Ohicago, Ill. 
“Chicago Is the Piace to Buy Your Cars’’ 








AUTO AUCTION 


DEALERS ONLY 


Sale Starts at 12 Noon (O.S.T.) 
Every Thursday 


e 
Weekly prices mailed on request. 


MANEY MOTOR CO. 
Murfreesboro, Tenn. 








1946-1947 Plymouth, Chevro- 


let and Packard Sedans, Ex- 


taxis, in quantities of 4 to 
100. Exceptionally good con- 


FOR IMMEDIATE DELIVERY! dition. 
50 RENAULTS 
25 HILLMANS R. A. AGENCY 
ALL MODELS... BRAND NEW : 
WHOLESALE PRICES 1 ee a 
Write or Wire orw re 
P. O. BOX 133 PASCAGOULA, MISS. | PHILADELPHIA 39, PA. 





USED CARS WANTED oes 


Wanted! - Wanted! 


FLEET CARS, U-DRIVE-IT CARS 
TAXI CABS 


2 
WILL BUY 
10 TO 10,000 UNITS 
& 


CHICAGO AUTO MART 
Chicago’s tasers Wholesale Dealer 
5625 Broadway 
gbeach 1-2937 
CAGO, ILLINOIS 




















Sale—1949-°48-’47—Sale 
Ford- Chevrolet -Plymouth 


100—1948 Fords ...... $1,450 to $1,500 
100—1947 Fords ...... $1,300 to $1,350 
100—1948 Plymouths . .$1,500 to $1,575 
100—1947 Plymouths ........... $1,400 
200-—1947 Chevrolets ........... $1,450 
2 Doors—4 Doors—5 Pass. Coupes 
Executive cars of such companies as 
R.C.A., Koppers, Washington Steel, 
Westvaco, etc, 


HAROLD B. ROBINSON 


Plymouth-DeSoto Dealer 
1255 r. CHELTEN AVENUE 
Phone Tennessee 9-4700 
(Ask for Fleet Manager) 


Philadelphia 38, Pa. 














USED CARS FOR SALE 


AUCTIONEERS 
BUY FROM US! 


WHY DON’T YOU? 
Eliminate the 


Auctioneer! 
No Miadle Men 


Buy Direct From 


MIDWEST’S LARGEST 
WHOLESALE DEALER 


500 — Cars — 500 
SOLD WBEKLY 


CHICAGO AUTO MART 


6326 Broadway OHICAGO, ILL. 
LOngbeach 1-2937 


NEW CAR TRADE-INS 
Immediate Wholesale 


All makes and models; reconditioned, 
ready to sell, Our wholesale prices 
will really please you, See us at once. 


See JOE KNOP, Wholesale Mgr. 


C. T. Foxworthy Co., Inc. 


819 E. Washington MA, 7321 
INDIANAPOLIS, INDIANA 








DEALERS’ 
AUTO AUCTIONS 


95 Miles Blecth of Cuicage 
Every Friday ... 12 Noon 
Phone 348 


DIXON, ILL. 
Rt. 30, 1 Mile West, Dixon 
Every Monday ... 12 Noon 
Phone X-15738 


JOHN CORRIGAN, Auctioneer 


AUTO AUCTION 
TIM ANSPACH 


Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY... 12 NOON 





We Sell Everything 
FOR YOU! 
Automotive News 





AUTOMOTIVE NEWS, DECEMBER 20, 1948 


CLASSIFIED WANT AD DEPARTMENT 


USED CARS FOR SALE 





AUTOMOBILE 
AUCTION 


28 MILES FROM OHICAGO LOOP 


% Mile East of Illinois State Line 
On Route 30 


EVERY FRIDAY 11 A.M. 
Over 150 Cars Kach Sale 


Dealers Buy — Dealers Sell 


Buyers coming in by plane or train— 
eall—we will meet you. Hotel accom- 


modations available, transportation fur- 
nished. Call early for reservations. 
Transports available to move cars. 
Geo. Lawson—Owners—Bud Fennema 
DUTCH STEWART, Auctioneer 


Dyer Auto Auction 
Phone ea D. 


yer, Ind. 





PHILADELPHIA'S 
AUTO AUCTION 
* 


EVERY TUESDAY ...11 A.M. 


e 
HARRY D. GILBERT 


Automobile Auctioneers 
6600 N. Broad St. 
a 


Plenty of Cars and Buyers 
. 


Tel. Livingstone 8-3000 








LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 
In the Heart of Lancaster County 

Low Mileage, Clean Cars 

FOR DEALERS ONLY 

Located 6 miles North of Lancaster, Pa. 

MANHEIM AUTO SALES 

& AUCTION, INC. 
Phone 202-W4 








DID YOU KNOW that each Friday, rain or shine, 
one of the largest and best automobile auctions in 
the world today is held at Joplin, Missouri, the Cross 
Roads of America, where the East meets the West? 
We also keep six buyers on the road at all times. If 
you have any new automobiles or new trucks for 
sale, contact Hi-Dollar Joe at Joplin, Missouri. He 
will have one of his men call upon you at an early 
date. We need new automobiles and trucks, lots of 
them. We are not interested in anything except new 


merchandise. 


JOPLIN AUTOMOBILE 
AUCTION COMPANY 


1610 E. 7th STREET 


JOPLIN, MISSOURI 


Phone 4600 








AN EXCELLENT OPPORTUNITY FOR 2 MEN 
In Our CHEXALL Department 


The perfect man for the job would: 


® Know Tires, Batteries and Accessories; 


© Have Catalogue Experience; 


®@ Be able to Edit All-inclusive Specification and Reference Manual; 
®@ Be able to assume Complete Supervision in Due Time. 


Reply: 


THE CHEK-CHART CORPORATION 


31 E. CONGRESS ST. 


CHICAGO 5, ILLINOIS 





Phila., Pa. 


USED CARS FOR SALE 


Smiling Jack 


Chesbro, Inc. 


2378 Main St. Buffalo, N. Y. 
UN. 1891 
Call Write or Wire 
s 


'48 Cadillac ‘62' Sdn., $3400 
'48 Cadillac ‘61' Sdn., $3300 
'47 Cadillac ‘62' Cabr., $2900 
"48 Buick RM Sdt., R&H, $2400 
"48 Buick Sup Cbr, R&H. $2550 


"49 Lincoln Club Coupe, 
Rad., Htr. & Overdrive, $2650 


‘49 Ford Cabr., R. & H., $2350 


"48 Chrysler New Yorker 
Cabr. $2650 


'48 Olds ‘68’ Cbr., R&H, $2250 
® 


OVER 700 CARS TO CHOOSE 
FROM 


* 
Call, Write or Wire 
Smiling Jack Chesbro, Inc. 


2378 Main St. UN. 1891 
BUFFALO 14, N.Y. 





WHOLESALE 
1949-1940 AUTOS 


IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 
SPECIAL PRICES TO 
QUANTITY BUYERS 
Also Large Stock of Convertibles 


IRVIN SACHS 
**Philadeiphia’s Largest Used Car Dealer’’ 
4539 Chestnut St. Philadelphia, Pa. 

Wire or Phone ALlegheny 4-4450 





Ken Schaefer’s 


THE ONLY INDIANA 


Auto Auction 
in Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Road of America 
INDIANAPOLIS, INDIANA 
Col. R. V. Martin, Auctioneer 
915 N. ILLINOIS ST. Phone Lincoln 5383 


% $ > $ 

QUINCY AUTO AUCTION 

eld at Broadway Motor Mart 
Broadway - Tel. - Quiney, Il. 
(Il, Rt. No. 104 at 32nd St.) 

Your Oars on Thurs. or Early Fri. 

(Goodwill Offer: ‘‘Free Buy-back Fees 
on '48 and ’49 Models) 


WHOLESALE!!! 
1946 to 1949 Cars 
SAM GREENFIELD CO. 


6619 Euclid Avenue 
Cleveland 3, Ohio 
Phone UTah 1-2277 





USED CARS FOR SALE 


AUTO BUYERS — Best ie deal at 
LEO ADLER, INC., DeSoto-Plymouth. 
3000 Fenkell, 7 blocks east of Livernois, 
Detroit, Mich. UN. 3-7400. 


BUSES WANTED 
DODGE FACTORY FRANCHISED DEAL- 
ER requires sixty (60) passenger buses 
immediately. Advise full details. Box 
2727, c/o Automotive News, Detroit 26. 


BUSES FOR SALE 
ONE BRAND NEW 1947 Chevrolet school 
bus chassis. 197-inch wheelbase, 750 
tires, Booster brakes. Front shocks, etc. 
$1,300 F.O.B. Winchester, Va. Bickers 
Motor Company, Winchester, Va. 


TRUCKS FOR SALE 


CHANGE OF FRANCHISE forces Kentucky 
dealer to sacrifice following NEW trucks 
at discount on dealer’s cost: (4) model 
404 Diamond T; (2) model 509H Dia- 
mond T; (1) model EH Mack; (1) model 
EQ Mack. These trucks built for moun- 
tainous region and suitable for construc- 
tion service, heavy-duty hauling. Box 
2708, c/o Automotive News, Detroit 26. 


CLOSING OUT 1948 Diamond T trucks at 


Motors, Inc., 
Superior, W: 


FOR SALE—Near new 1946 H.D. Dodge 
two-ton tractor and 32-foot Fruehauf 
trailer with cattle rack. Actual mileage, 
7,000 miles. Rubber on both tractor and 
trailer, 9.00x20. Two spares. Goffe Mo- 
= Company, Seventh and Court, Pueblo, 
Colo. 


FOR SALE, WRECKER—Late 1947 Dodge 
truck equipped with Holmes largest 
heavy-duty wrecker, factory body, out- 
rigger legs and heavy-duty front end 
winch. For further information write: 
Daly’s Wrecker Service, 1765 North Fed- 
eral Highway, Fort Lauderdale, Florida. 

1946 CHEVROLET 1%-TON TRUCK— 
Equipped with a Whitehead Kales auto- 
mobile trailer. Price $1,850. Truck now 
located at Phoenix, Arizona. Contact 
Cc. J. Herbertson, 1731 Tremont, Denver, 
Colorado. 

WP ae ak Ford, hand crane, 100 


motor, 3,000 miles, In pas shape, 
fonts to go to work, $795. A. D. Black 
Motor Co., 126 North Porter, Norman, 


Okla. 
PARTS WANTED 
WANT TO PURCHASE ANY MAKE of 
the old electric automobiles. Chassis, 
body and drive are main things wanted. 
R. R. Dennis, Box 126, Knightstown, Ind. 


PARTS FOR SALE 

—— FOR SALE—GMC, Studebaker and 
Reo 2%-ton 6x6—axle ‘shafts—Trunnion 
bars (new and heavier design)—engine, 
transmission and differential parts, Ford 
No. O1T-4005 differential assemblies less 
hubs and drums, $85. L. B. Smith, Inc., 

Parts Specialists, Camp Hill, Pa. 


WHOLESALE PONTIAC PARTS, large 

stocks of hard-to-get parts, body and 
fender parts for all models. Fast service, 
liberal Walter 


discount. H. Schultz 
Pontiac, 16-20 Passaic 8t., Trenton 8, 
New Jersey. 


FORD PARTS shipped anywhere. Call, 

te, e. Tranter-Williams Motors, 

Inc., 4016 Allston Ave., Cincinnati 9, 
Ohio. Melrose 7275-6-7. 


WHOLESALE—Special parts panel. COR. Ss 


158”. 
Ma. 7321, Indianapolis, “Ind. 


EVERY T 


PARTS FOR SALE 


I) 





BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PAR‘''s” 
Wholesalers: We Are Quantity 
Shippers ... Same Day Service 

On Mail Orders and Inquirie« 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 
“EDGE OF THE LOOP” 
1000 8. Wabash 
CHICAGO 5, ILL. 

Phone WABash 1080 








MARGOLIS 
AUTO SALES 


* 
CHRYSLER - PLYMOUTH 
* 
One of the Largest Chrysler Parts 
Dealers in the Midwest 


Genuine Mopar 
® 
Send Us Your Order: 
We Ship Anywhere 
& 


11810 JOS. CAMPAU 
DETROIT 12 


Phone: 
TWinbrook 2-7500 








OLDSMOBILE 


And All General Motors 
PARTS AT WHOLESALE 


Hoods 

Grilles Hydramatic Parts 
Hub Caps Shock Absorbers 
Fenders Distributors 
Gas Tanks Carburetors 
Trunk Lids Steering Wheels 
Fuel Pumps Clutch Parts 


SELMI MOTORS, INC. 
LARGEST OLDSMOBILE PARTS 
DEPOT IN EAST 


3431 N. 15th St. Philadelphia, 
Tel, Baldwin 9-0352 and 9-7295 








FORD RADIATORS 


IMMEDIATE SHIPMENT 
1928-"47 Pass, 1928-47 Trucks 
Write for Complete Listing 


UMMIT 
701 Barr St. 
FORT WAYNE 2, IND. 





Y — 12 NOON 


WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 


AT EARL A. SCHOTTS 


2300 READING ROAD 


CINCINNATI, OHIO 


Tel: Woodburn 3060-0892 
Auctioneer: Pat Patterson 





Remember... Every Wednesday 
at 12 O'Clock 


DETROITS BiG INDOOR AUTO AUCTION | 


(Room for 150 Cars . 


- Inside Heated Sales Arena) 


Right in the Heart of Downtown Detroit 
Col. Bill Nagy, Auctioneer - - - Sam Goodman, Mgr. 


Aptco Auto Auction 


124 SPROAT ST. 


TE. 3-0244 - - - TE. 3-3129 ti 


DETROIT, MICE. | 


the 


d 


1 
| 











AEE ERS peti 


Sa Rath StS 


itl # 
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CHEVROLET PARTS 


CLOSING OUT COMPLETE STOCK 


$50,000 NET INVENTORY 


Fenders 


Grilles 


Shock Absorbers 
Radiators 
Core Supports 
Axles 


Wheels 


e 
Frames 


Hubs 


Fuel Pumps 
Short Blocks 
Mouldings 
Bearings Doors 
Quarter Panels 
Springs Motor Parts 
Accessories 
= 


UP TO 60% DISCOUNT 
= 


To Be Sold as a Complete Unit 


or in 


Large Quantities 
® 


SHEARER MOTOR CO. 
7256 MANCHESTER 


ST. LOUIS, MO. 


BUY YOUR STOCK OF USED CARS 


AT 


HILAND 3400 





OR 





PARTS FOR SALE 


FORD 
GENUINE PARTS 
Buy a Little or a Lot of Scarce Items 


at Attractive Trade Discounts—Prompt 
Service 


—Authorized Ford Parts Distributors— 


BOULEVARD MOTOR CORP. 
2392 Boulevard 
Jersey City, N. J. 
Delaware 3-3400 








TRUCK EQUIPMENT FOR SALE 


25% DISCOUNT on brand new Ruger one- 
ton cranes from $295 list, F.O.B. Char- 
lotte, N. C. Subject to prior sale. Write 
or wire General Truck Company, Inc., 
426 Morehead St., Charlotte, N. Car, 


SHOP EQUIPMENT FOR SALE 

AUTOMOBILE FREIGHT CAR UNLOAD- 
ING made easy. Special pulley and shaft 
used with your own one-half inch heavy- 
duty power drill lifts racks to ceiling of 
freight car in five minutes. Pulley and 
shaft. $15.65 post paid. Send check or 
money order or write for descriptive cir- 
cular. D. C, Caufield Company, 1008 
Corbin Ave., New Britain, Conn. 


4-AC-15-F Bee line chassis aligner, wheel 


stock of 
Cost 
Carl 


straightener, wheel balancer, 
wheel weights. Used three months. 
$3,400. Sacrifice $2,395. Terms. 
Dutro, Zanesville, Ohio. 

PRACTICALLY NEW Bear front end 
aligner, series 195-82, complete with tools 
and gauges for $975. Phone or wire col- 
lect. Address: Steel City Lincoln-Mer- 
cury, Inc., attention: Mr, Stark, service 
manager, 401 E, Fifth Ave., Gary, Ind. 
Phone Gary 7456. 

HYER—Ford headlight tester, slightly used, 
$75. A real bargain. Messmer Motors, 
-y 120-123 W. Seventh St., Plainfield, 


Power Wrecker 


Heavy-duty, mounted on 
good Chevrolet 114-ton 
chassis and cab. In ex- 
cellent condition and 
ready for immediate 


Attention, Used Car Dealers... 
WE WHOLESALE 


Due to the popular acceptance of the new 1949 
CADILLAC, we are getting some very desirable 
trade-ins. The cars are sharp and clean. 


'48 ---'47---'46 


ALL MAKES! ALL MODELS! 
e 


When in Detroit, make this your headquarters. 
See Joe Szopinski. 


CONNELL CADILLAC 


12020 Jos Campau Detroit 12, Mich. 
TWinbrook 35100 





OLDSMOBILE PARTS. 


We Carry the Largest Stock of Slow-Moving 
Parts in the U.S.A. 


© 
UP TO 40% DISCOUNT 


Horseheads Auto Danville Auto service. Set yourself up 
| AUCTION AUCTION in profitable wrecker FAST OR SLOW MOVING, WE HAVE THEM IN STOCK. 
Phone 274 Phone 881 : ORDER TODAY BY WIRE, PHONE OR MAIL 
Horseheads, N. Y. Danville, Pa. business for only 
Every Friday Every Wednesday 
At Noon At Noon $ 9 0 0 , 


TWO OF THE LEADING AUTO 


AUCTIONS IN THE EAST 





DEALERS ONLY 





Both of these auctions are conducted by the same management. So 
you know you will receive the best of service and accommodation. 


Horseheads, N. Y., and Danville, Pa., Auto Auctions 


Ronald D. West — Owner 


dos. E. Johnson 


— Auctioneers — Tex Rickard . 


GUMP'S 
Main and Broadway 
SHELBY, OHIO 





COMPLETE SET Willys-Overland shop 


tools. Brand new. Also slightly used 
Willys 13-ft. vertical neon sign. Best 
offer. Willys Motor Sales, c/o Max 


Seigal, 132 E. Main St., Ams 
N. . 


IMMEDIATE DELIVERY—New steel parts 
bins, hundreds in stock, set up, wrapped 
and cartoned for immediate delivery. We 
also have available new and used lockers, 
new benches, Parker vises, tool boxes, 
Black & Decker electric tools and grind- 
ers, Lyon tool toters, tool stands, paint 
storage cabinets, drawer files and hun- 
dreds of other items too numerous to 
mention. We ship everywhere. Write for 
“In Stock’’ bulletins and tell us what 
items in particular you require. All re- 

cheerfully acknowledged. We 

stock what you sell. Machinery and 

Equipment Exchange, 3100 W. Fort 8t., 

— 16, Mich, Telephone TAshmoo 


TREVELLYAN OLDSMOBILE, INC. 


315 South Capitol Phone 2-1127 
LANSING 25, MICHIGAN 


AUTO AUCTION EVERY TUESDAY 


IN THE HEART OF THE NATION - - - FORT WAYNE, IND. 


11:30 A Bring your cars or send them Monday, Monday Nite 
° ellie or Tuesday A.M. Our guarantee: You must be satisfied. 


Call us for Hotel Reservations: 
EASTBROOK 1254 


FORT WAYNE AUCTION CO 


P 


a lb 


= | | 


ASK FOR OUR WEEKLY MARKET REPORT 


ANTIQUE CARS FOR SALE 


ONE 1906 MODEL FORD, motor No, 385 
and body No. 385, price $1,000. One 
1912 Ford, $800. Both are in good run- 
ning condition. A. D. Black Motor Co., 
126 Porter, Norman, Okla. 


DETROIT ELECTRIC—11,000 actual miles, 
excellent shape, good running condition, 
complete with battery charger. Grand 
Motors, 901 Grand Ave., Toledo, Ohio. 


MISCELLANEOUS 
Sm me eee eae cee cere oe 


New Subscription Order 


$150,000 to investigate the merits of ‘/:r- 
gin Used Car Financing Plan. Individual 
selected will control and manage his in- 
Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 [_] 
for which check is attached ["] or send bill [] 


vestment, Ideas can’t be patented or 
AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


(WEBSTER-MARKER MOTORS) 


Owners: CARL E. MARKER DENZIL V. WEBSTER 
COL. CARL E. MARKER, COL. LEE DRAWHORN, Auctioneers 


324 W. MAIN ST. FORT WAYNE, IND. 





The Happy Swede Invites You To... 
Two of the Finest Auto Auctions in the Country 


J 


Every Friday 
at 12 O’Clock 
665 W. GOODALE 


Every Tuesday 


copyrighted. Therefore, it will be neces- 
sary that inquiries state; information re- 
ceived will be held in confidence and not 
divulged. Box 2711, c/o Automotive 
News, Detroit 26. 


IMMEDIATE DELIVERY 
Automatic BraKinGs 


Red Arrows - - - Tow Pilots 


1949 Model Fulton 


(Adjustable Jaw) 
Bumper to Bumper 
* * * 














Oe Se ot A na Aan a hates re ee eee Dons tie... os he aet 


WE WANT USED OR NEW CARS AT ONCE 


Will pay top prices for used cars ’46 and later, also highest pos- 
sible price for new cars and trucks. Contact Billie or Homer 
Griffith at Neosho, Missouri; they will have their buyers contact 
you and get a better price for your new or used cars. 


Fire Extinguishers, New, “Surplus, 
All Types . . . Save 50%! 
a. 2 


Safety Chains 
oi ae oe 


Tow Bar Sales Company 
Factory Distributors 
100 So. CLINTON t CHICAGO 6, ILL. 
DE 2-0700 - AN 3-8888 - DO 3-8373 


TRADE CONNECTION: 
Truck Dealer [) 
Financial (_} 


| 

Car Dealer [1] Manufacturer [([] | 
Supplier [) | 
| 

| 

| 


Jobber [) 





GRIFFITH MOTOR COMPANY 
Hiway 71 & Brook St. Phones: 1105 or 176 
NEOSHO, MISSOURI 


COMPLETE BUILDING PLANS — Free 
Folder. Auto Building Layout and De- 
sign Service. Box 71, Detroit 20, Mich. 

ENGINE REBUILDING — Crankshaft 
grinding and _  metalizing. John P. 
Hughes Motor Co., Inc., 300 Commerce, 
St. Lynchburg, Virginia. 


Insurance [_] 








12-20-48 











CC Povriac 





proudly presents the 


Charter Members 
of the 


25-year Club for Pontiac Dealers 


Carl P. Longnecker, Longnecker Motor Sales, Erie, Pa. (1908); A. C. Hine, Jr., 
The A. C. Hine Co., Hartford, Conn. (1914); L. H. Racke, Naugatuck, Conn. 
(1924); Lloyd W. Hoagland, Hoagland’s Garage, Somerville, N. J. (1924); 
Harold R. Armstrong, Armstrong Sales Co., South River, N. J. (1924); Russell 
Ohoro, Russell Motor Car Co., Scranton, Pa. (1919); J. Russell Eldridge, Stacy- 
Trent Garage, Trenton, N. J. (1924); A. W. Golden, Sr., A. W. Golden, Inc., 


Reading, Pa. (1924); L. E. Turner, Motor Sales Co., Inc., Henderson, N. C. (1923); 
F. E. Witherell, F. E. Witherell & Son, Cuba, N. Y. (1924); B. L. Crowell, 
Coudersport, Pa. (1924); Herman J. and Walter P. Staebler, Staebler & Sons, Inc., 
Ann Arbor, Mich. (1919); G. S. Means, G. S. Means Co., Fort Wayne, Ind. (1919); 


The photograph above, taken on December 1st, marks an historic 
milestone in the mutually satisfactory and profitable relationships 
existing between the Pontiac Motor Division and its dealers. 


The occasion was one of our regular dealer conferences; regular in 
its proceedings and subjects of discussion with this one important 
exception: Every one of the twenty seven dealers in attendance had 
been selling the products of the Pontiac Motor Division (and Oakland 
Motor Car Company) for at least twenty five years and had been in- 
ducted as a Charter Member of the Pontiac 25-Year Dealers’ Club! 
Their combined total years of service with Pontiac exceeds 709 years. 


F. E. Avery, F. E. Avery Co., Columbus, Ohio (1924); Earl B. Swingle, Swingle 
Motor Co., Zanesville, Ohio (1922); Wilson S. Renaker, Kyva Motor Co, Inc., 
Whitesburg, Ky. (1922); C. Y. Blakeman, Pinnacle Motors, Inc., Middlesboro, Ky. 
(1924); William A. Otto, Otto & Son, Mauston, Wisc. (1916); Harry L. Meyer, 
Meyer Bros. Auto Co., Belleville, Ill. (1922); Harry T. Jones, Owl Garage, Green- 
view, Ill. (1923); Charles T. Hill, Hill Pontiac Co., Arkansas City, Kan. (1922); 
John Gallagher, John Gallagher, Inc., Mason City, lowa (1924); W. Theo. Proctor, 
Proctor & Proctor, Inc., Tallahassee, Fla. (1924); J. W. Julian, Julian Auto Co., 
Pine Bluff, Ark. (1924); Wentworth W. Meek, Abbott Automobile Co, New 
London, Conn. (1922); B. E. Gridley, Gridley Motor Co., Wichita, Kan. (1924). 





In view of the fact that Pontiac’s rise to its present prominent posi- 
tion in the industry covers a period of only some ten years, many 
people mistakenly regard Pontiac as a “young” organization. To 
be sure, the Pontiac organization IS youthful in its attitudes, 
aggressiveness and ambitions. Yet, that youth is strengthened and 
tempered by experience going back to the industry’s early days. 


Each passing year will see more and more Pontiac dealers joining 
this select group—just as the passing years will strengthen the now 
accepted opinion that the man who holds a Pontiac selling agree- 
ment is a man to be envied, indeed. 


PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 
PONTIAC, MICHIGAN 





